eet Metal Work-V 


Val. 93, No. 23 


te 


- 7 


Pe 


> 


$2.00 








21 100 Square ‘Re-roofing Job with 


EAD 


was the result 








“No difficulty in forming ~-workable as steel 
or copper.”' Read the letter through 
It's full of good points. 


When the wooden shingle root on the Dubuque 

City Hall tailed, two enterprising sheet metal con 

tractors sold the “City Fathers’? on re-rooting with 

Horse Head Zinc. A 100 square Standing Seam Horse Head Zine Rooting job for them was the result 
You, too, can sell the wisdom of re-rooting for the last time —with Horse Head Zine standing seam 
batten seam, or shingle roofing 


Our blotters and booklets have helped to build b 


isiness Tor other lip the coupon for samples ot 
our free advertising matter. 





THE NEW JERSEY ZINC COMPANY 


60 Front St et New Yor 
ew Jersey 


those pieces which b 
NAMI 


The New Jersey Zinc Company ADDRESS 
160 Front Street - New York City 
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BEAUTY EXTRAORDINARY 


with 


New Maximum Capacities 
offered 


By “SQUEEZED” Narrow Bars 
JONES NATIONAL and NATIONAL 





















REGISTERS —* A patented SEALING 
place by STRIP that SEALS the 

A mg fs JONES-NATIONAL 
Patented in here. REGISTER to the box. 





















““Child-Proof”’ 
Fastening Button 







Draws Center to the 
Frame more tightly 
than could be done 
with Loose Bolts. 











If you believe 
in the Standard 
Code, you should 

use Jones National 
and National Registers. 


Let Us Explain WH z. 


UNITED STATES REGISTER CoO. 


BATTLE CREEK, MICH. 


BRANCHES: Minneapolis, Kansas City and Albany 
SUPPLY HOUSES---Everywhere Furnaces Are Installed 
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The Super-Smokeless 
Means Larger Profits! 


HE SUPER-SMOKELESS Furnace 

will mean -larger profits for you. It 
will put you in a distinct class—actually 
above competition. With the SUPER- 
SMOKELESS you can increase your busi-= 
ness and get better prices for your work. 


The SUPER-SMOKELESS Furnace is 
the best furnace from the Home Owner’s 
point of view, and therefore the best furnace 
for the Dealer to sell. In addition to burn- 
ing soft coal smokelessly and economically, 
it has proved a big fuel saver even with hard 
coal. Actual tests prove conclusively that 
it develops more heat with less fuel (soft 
coal or hard) than any other furnace. 


The SUPER-SMOKELESS means clean- 
liness, health, fuel economy and all-around 
heating satisfaction for the Owner. It 
means more and better business for the 
Dealer. It will pay YOU to investigate. 
Send for complete information and our 
Exclusive Dealer Proposition—-TODAY. 


UTICA HEATER COMPANY 


UTICA,.N. Y. -—- CHICAGO,IL&. j— @&CANUFACTURERS OF THE 
CELEBRATED LINE OF WARM AIR FURNACES FOR EVERY HEATING NEED 








VIEW OF CASTINGS OF THE 
SUPER-SMOKELESS FURNACE 




















a7 
“4 - 
Superior Fire New !06A PIreLess SuUPER-SMOKELESS PIPE AND PIPELESS Essex Pires Essex Piraiess New lose REcIRCULATOR 


by American Artisan and Hardware Record, Inc., 620 Seuth Michigan Avenue, Chicago, Illinois. 
| Rar ee yy A Cinss Matter June 25, 1887, at the Post Office at Chicago, Illinois, under act of March 3, 1879. 
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Quality 


urnace 
-yet still in the competitive field 


For dealers who sell only a few furnaces or install hundreds a 
year—the Robinson “Gem” fills the bill. 
A quality furnace has certain outstanding points—the “Gem” 
has them. 
For the man who buys in substantial quantities, we offer this 
same quality furnace plus an attractive price. 
It means profitable sales—for both the quality and competi- 
tive dealer. 
The Robinson “Gem”—backed by 50 years’ experience— is 
the outstanding furnace proposition in the field. 
It will interests YOU. Write for further particulars. 


Ten Principal Features 
oj the Robinson “Gem’’ 


« One-piece radiator of uniform 


thickness. 


- Correctly proportioned com- 


bustion chamber. 


- Double feed door with tight 


flange. 


- Two-piece firepot, lower pot 


slotted. 


- Deepcupped joints throughout. 


- Water pan of generous size, 


with hinged lid. 


- Clinker proof grates and lever 


shaker. 


- Deep ashpit and 1-piece base 


ring attached. 


9. Full cast front, plenty of room 


for pulling up casing. 


10. Every furnace guaranteed full 


™ Robinson Gon, 


Robinson Furnace Co. 
205 West Lake St., Chicago, Ill 


Say you saw it in AMERICAN ARTISAN—Thank you! 
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HE manufacturers of the Weir Steel Furnace are 
one hundred per cent for Better Warm Air 
Heating, without any reservations. It is our conten- 
tion that any other policy is unprofitable for us and 
everybody else. It is our belief that the Public 
should get the best quality of warm 
air heating and that anything less is 
not half as destructive to his good will 
as it is to the future of the warm air 
heating industry. We must remember 
that there are a lot of folks who still 
think that warm air heating is not the 
best form of home heating. The fact that 


the very best warm air heating system 

costs much less than steam or hot water is a mighty fine 
argument when you have the prospect sold on the fact 
that warm air heating ts the best but the fact that it is 
much lower in cost is still a drawback because usually 
the best costs more. Consequently, the man who sells a 
high quality furnace and does the highest type of instal- 
lation and sells warm air heating to his prospects at 
a good price is not only making more 
money, giving hiscustomers good quality 
and building his business but he is also 
respected as a good business man and as 
the one who sells the best form of heating 
for less money. In other words, the very 
best in warm air heating is a mighty big 
bargain and right now when the public is 
beginning to know that this is so, it is a 
foolish and dangerous time to slide back- 
wards. The Weir Steel Furnace is sold strictly on the 
basis of highest quality. It is the original steel furnace, 
now in its 45th year and growing faster each year. 
Write for your copy of The Weir Book of Facts. 


She MEYER FURNACE Co. 


Peoria-Illinois 











Mention AMERICAN ARTISAN in your reply—Thank you! 
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Notice 
the 
extra 
heavy 
cons truc- 
tion 
and 
the 
additional 
weight 
and 
strength 
where 
other 
furnaces 
are weak 





FURNACES 


VU ESTERS dealers especially are making 
the Brillion an overwhelming favorite 
with folks who want real quality in a com- 
petitive priced furnace. 


Notice that while the Brillion is priced at a 
rock bottom figure the construction is up-to- 
date and not skimped in any particular. 


Our raethod of production and sales promo- 
tion allows such quality features as extra 
large size water pan, large easy to clean ash 
pit, extra large double doors, extra heavy 
corrugated fire pots and combustion domes, 
and lever shaker handle besides first quality 
iron and scientific design. 


Find out about the Brillion furnace NOW 
—let us show you how to make more 
money on your warm air heating contracts. 


BRILLION, 
FURNACE CO,.<* 


200-300 Park Avenue * 4 


oe ; “a BRILLION 
Brillion, Wisconsi eo” FURNACE CO. 


PA 200-300 Park Ave. 


Send this of Brillion, Wis. 
coupon o” Send me full 
t oday A details and your 
Pi Catalog No. 60. 
o” PON Pee sg ee. 8 
a Ret ae: 































Designed in 
Accordance with the 


New Rating 
Formula 


22 1/2 inches of Radiating Surface to every square 
inch of Grate Area 



















ROBINSON 


STEEL FURNACE 


T develops plenty of heat quickly—its design provides 
ample space for cold air return and easy flow of air 
over the radiating surfaces. 


The Robinson Furnace is electrically welded throughout— 
no joints inside the casing, and it is made of the famous 


Toncan Copper Mo-Lyb-Den-Um Iron 


The large radiator is supported independently—no weight 
on furnace drum. 

One-piece circular grate, easy shaking—patent dumping. 
Shipped with Front completely assembled—made in seven 
sizes. 


Sell this NEW furnace—a heating plant that is more 
ee, better designed, and better constructed of better 
material. 


Our agency proposition is a money-maker— 
let us tell you all about it 


THE A. H. ROBINSON COMPANY 
MASSILLON, OHIO 
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OUND 


heats 
this 
Church 


THE next time you lose a warm air heating contract you'll 
think of the Col-Burn heater—provided you are not by 
that time selling Col-Burns. 
You'll think of it because syou know that if you sell the Col- 
Burn you can land heating contracts on superior quality and 
: still beat price competition. 
The Col-Burn is being used 
\ on warm air heating contracts 
\ for the finest class of homes. 
It is being chosen for modern 

















"wees | at 
seo, GS ae ae ete churches. It is being sold by 
alten eaten en dealers who never before 
Raawage ee could break into the better 
\ ‘sate cee me class of warm air heating. 
\ ie The above church is heated by 
‘ings - a No. 135 Col-Burn Steel 


\ Furnace. The letter speaks 
for itself. 
\ / This kind of work advertises 
\ Col-Burn heaters to a whole 
\ congregation and community. 
And we help you land this kind of business. 
Why wait and lose business in the meantime—It costs noth- 
ing to have us outline our agency proposition and to tell you 
all the fine points of Col-Burn construction. 


Write today for our catalog and mention our Special Circu- 
lar. Ask about our 10 YEAR IRON CLAD GUARANTEE. 





COLBURN-HEATER CO. 
1955-75 North Long Avenue 
CHICAGO, ILLINOIS 
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THATCHER | 
METEOR FURNACE | 
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What Are the Important 
Furnace Features? 


IF you were designing a furnace, you would 
incorporate these features: 


One-piece Base Plate, insuring level foundation 
and ease in erection; 

High Cast-Iron Front that eliminates cutting and 
fitting the casings around small openings; 

Corrugated Fire Pot for strength and greater 
heating surface, and having deep gas tight 
cup joints; 

Large Double Feed Door for ease in firing and 
making the fire accessible at all points; 

Combustion Chamber of ample size for complete 
combustion and less frequent firing periods; 

One-piece Cast Iron Radiator of the horse-shoe 
type, absolutely gas-proof; 

Heavy Triangular Grates, operating in pairs that 
are easily operated and anti-clinker. 


These are but several of the many unusual 
features of the Thatcher Meteor Furnace. 


Write for trade information and literature aboul the Thatcher 
Meteor Furnace and other Thatcher products. 


THE THATCHER COMPANY 


Since 1850 
NEW YORK 


NEWARK, N. J. 
21 W. 44th St. 


39-41 St. Francis St. 


CHICAGO 
341 N. Clark St. 


THATCHER 


BOILERS-FURNACES-RANGES 








Say you saw it in AMERICAN ARTISAN—Thank you! 
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The Old Reliable Keith 
Furnace 


AS earned such a reputation that the 
dealer who sells it has a head start over 








all competition. 


For more than 35 years the Keith organiza- 
tion has been building fine furnaces—no fads 
or freak designs—just solid value all the way 
through. 

If you would like to sell a line that wins for 
you more friends and larger sales every year, 
write for our 1927-28 proposition. 


KEITH 


Furnace Company 
DES MOINES, IOWA 











Meeting the Needs of the Western Furnace Dealer 


yes after year “Standard Line’ dealers multiply in number and increase their percentage of 
the available business. This is mostly due to the completeness of ‘Standard Service.” 


For Instance: From what other i Moist Heat Where else can you send an order for all 
source can the Western Dealer obtain Nesbit Furnace of the following national brands and be as- 


such complete selection of modern sured of having your order filled complete? 


; : HANDY PIPE AND FITTINGS 
Warm Air Heaters as the Nesbit; “NO STREAK” REGISTERS 
; H & C—170-190 SERIES REGISTERS 
Weir and Stanco Furnaces, 9 styles, STANCO REGISTERS 


. ° 3 WISS SNIPS 
and 47 sizes, in all. me PEXTO TOOLS 
—— MAJESTIC CHUTES AND REsISTERS 










lAlso the staple lines such as steel and semi 
steel Registers; Wood Grille; Whitney Tools; 
Asbestos Paper and Paste, etc., etc. 


In fact we have everything for the 
Furnace-man. 





WEIR STEEL FURNACE STANCO STEEL FURNACE 


STANDARD FURNACE & SUPPLY CO. 


OMAHA, NEBR. 
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LENNOX 


TORRID ZONE 


HIS is the furnace that has made nearly every This is the furnace whose heating ratings have al- 
furnace manufacturer in America feel the dealer's ways been equal to that of standard code require- 
__ demand for a gas tight steel furnace in his line. ments. 
his is the first furnace in North America to be This is the furnace that practically every oil burner 
guaranteed for ten years by the manufacturer. manufacturer recommends and uses in his demonstra- 
This is the furnace that has been imitated more tions because it is gas tight. 
than any other furnace that has ever been made. This is the furnace that has never developed the 
This is the furnace that is made in two factories weakness of welded seams because it has always been 
whose combined output is now equal to that of all hot riveted and caulked or cold welded so tight that 
other steel furnace factories combined. its riveted seams have never been known to leak gas. 
This is the furnace that is marketed by manu- This is the furnace that is manufactured by a com- 
facturers whose dealers always remain with them pany of sufficient financial strength to finance its 
because of the fair treatment and sales assistance dealers’ time payment contracts at 92 per cent of the 
that they receive. face value of the contract in cash. 


THE LENNOX FURNACE Co. 


Syracuse, New York Marshalltown, lowa 








When writing mention AMERICAN ARTISAN—Thank you! 
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MELLOW 


Mellow Furnace is a quality furnace from its 

one-piece ashpit base, with base ring attached, to 

its one-piece radiator. It is an easy furnace to fire 

(large feed door), easy to clean (cleanout is even with 

the bottom of radiator), easy to sell because it has 
these features and a dozen others. 


Notice the strong reinforced combustion chamber— 
ribbed fire pot and large water pan. 


























Let us tell you how you can increase your 
profits and business with the Mellow 





CHICAGO 


BRANCH AND 
. WAREHOUSE 
6 East Lake St. 
Room 512 
M. Braunston, 


Representative 











Liberty Foundry Company 


St. Louis, Missouri 


The re-designed 














HANDY 
DOUBLE 
WALL 
PIPE— 


with its smooth curves and 
freedom from “corners” or 
sharp angles, gives no tend- 


ency towards choking—it DEALERS 
. Should get our car load prices, 
1S F R C T O N L E S S : also EDUCATIONAL CIRCULAR. 


STANDARD CODE 


calculations of pipe size for 
192 conditions and size of rooms 


AT A GLANCE 


SECURITY STOVE & MFG. CO 
Kansas City, Mo. 





aya DOOM 
OMAP ZAGCs 


F. MEYER @ BRO. CO. 
PEORIA : ILLINOIS 
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Take Advantage of This New Business 


Co-operate with the Oil Burner Distributors in 
your town. Many times the burner men are asked 
to recommend a furnace, and often you can suggest 
a burner. You can help each other and make 
more money. 


To get the hearty co-operation of the burner men, 
you must sell a furnace that assures the satisfactory 
operation of their equipment. 


The riveted, gas tight boiler plate construction of 
the#‘AF€O” Furnace makes it the natural choice 
of the men in the oil burner industry. ‘‘AFCO” 
Furnaces make a friend of every buyer for you. 





Ask for the “AFCO” Plan of Dealer Co-operation. “Built Like 
It will be sent you without cost. A 


AMERICAN FURNACE CO., ST. LOUIS Power Beller” 
Other Furnaces Come and Go, but “AFCO” Stays and Grows 


BOOMER 


HIS is our latest addition to the 
Boomer line. We heartily recom- 
mend it for your favorable considera- 

















tion. 





The severe tests we have given this fur- 
nace have proven its durability. The un- 
solicited reports we received from users 
last winter have been most flattering. 


For durability, economy, easy to oper- 
ate, easy to set up and the low price at 
which we offer this furnace, you will 
make no mistake in arranging for the 


agency. 


THE HESS-SNYDER CO. 
MASSILLON, OHIO 


Makers of BOOMER FURNACES for Forty-Three 
Years 
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Have you seen it? 


WALWORTH 
New Standardized 


STYLE B 
Baseboard Register 


OT only made throughout in accordance with the 
N rules of the Standardization.Committee but it is 
the neatest durable register ever made to sell at a 
popular price. 

Simple, easy and accurate in operation, cast face 
made of the best iron, finished in all the popular 
finishes and made in the following sizes: 

8x10 inch 214 base extension 

ei * 3s: = . 

os 7: a * . 

eff -“ DE * - 


Study the features of this new register. 


Write today for full particulars and prices on the 
Walworth New Standardized» Style B Baseboard 
Register. 
Order some for that next job—your customers will 
want them. 

Made by the makers of Walworth Double Gratings, 


Semi-Steel Registers, Side Walland Floor Registers, 
Ventilators, Borders and Casings Rings. 


THE WALWORTH RUN 
FOUNDRY COMPANY 


West 27th Street and N. Y.C. & St. L. R. R., Cleveland, Ohie 


Distributors: 
ROBINSON FURNACE C©O., Chicago, Til. 
HART MFG. CO., Louisville, Ky. 
PHILLIPS & BUTTORFF MFG. CO., Nashville, Tenn. 


Eastern Representative: 
PENN TINSMITH’S SUPPLY CO., Philadelphia, Pa. 


nw 
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Here is the book they 
are all talking about--- 


Just off the Press—Now ready for you 


T IS the book that you have been asking for—a book on 

Warm Air Furnace Heating that is UP-TO-DATE—a 

book that covers every phase of the subject giving exact 
data based on research work. 


Written by A. M. Daniels. 


Here is the book that will enable both the experienced fur- 
nace man and the student to obtain a working knowledge of 
up-to-date scientific warm air furnace heating. 


It covers the subject completely. 
Many tables are included and some big labor savers in cal- 
culating pipe sizes—also many diagrams. 


450 pages, 7x9 inches 


Bound in semi-flexible imitation leather-- 
Stamped in gold-- 


PRICE $5.00 POSTPAID 
Send in your order today 


@ AMERICAN ARTISAN, 
MH 620 So. Michigan Ave., Chicago, Ill. 


Enclosed find $5.00 for which send me WARM AIR FUR- 
NACE HEATING by A. M. DANIELS. 

10% discount allowed on book and renewal subscription 
if ordered together. 
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EXTRA 
HIGH GRADE 
WOOD FACES 





i 
il 
HT 
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INDIANAPOLIS, IND. 











AMERICAN 


IREGISTERS 


are 


thoroughly inspected and be- 
BM fore leaving the factory must 
mi come up to the 


4 AMERICAN STANDARD, 

which assures you the highest 

; w quality. 

SEMEEE) THE AMERICAN WOOD 
biti REGISTER CO. 

PLYMOUTH, IND. 





REX 


AUXILIARY GAS FURNACES 


Are designed to give 
the customers the 
best possible results 
from the use of Gas 
in connection with a 
Coal Furnace. 

They can burn them 
both at the same 
time or either one 
separate. The 
AUXILIARIES are 
equipped with cast 
iron burners and Hale 
adjustable mixers and 
will burn Natural or 
Artificial Gas. 

No. 380 Auxiliary 
has two burners and 
pilot burner and will 





heat five to seven 

rooms without the 

use of Coal Furnace. 
Now is the time to secure the Agency in yout terri- 
tory fo~ the REX line of furnaces and heaters that 
we have manufactured for twelve years. 


Write Today for Latest Catalog 


Manufacturers of 
Garage Heaters, Factory Heaters and Furnaces 


CALKINS & PEARCE 


751 E. LONG ST. COLUMBUS, OHIO 











BOLTS 


WE MANUFACTURE A COMPLETE 
LINE OF BOLT PRODUCTS, INCLUD- 
; ING STOVE BOLTS, CARRIAGE BOLTS, 
: MACHINE BOLTS, LAG BOLTS, NUTS, 
COTTER PINS, ETC. ALSO STOVE 
RODS, SMALL RIVETS AND HINGE 
PINS, CATALOG ON REQUEST. 














THE KIRK-LATTY CO. 
1971 W. 85th St. Cleveland, O. 


PATTERNS Ano neaters 
THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 











PATTERNS 


FOR STOVES AND HEATERS  ,y woop and 1noN 
VEDDER PATTERN WORKS ‘*";;;°"*° TROY, N. Y. 








IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 








The 


OLDEST 


and 


LARGEST 


STOVE, FURNACE & BOILER 
REPAIR HOUSE in the COUNTRY 
Try Our Service 


The Northwestern Stove Repair Co. 
CHICAGO 




















Tn 





| “American Seal” 


FURNACE CEMENT 
| . Roof Cement — Stove Putty 
Plumbers Putty 
PAINTS and SPECIALTIES 


WILLIAM CONNORS PAINT MFG. CO. 
TROY Established 1852 NEW YORK 


JAMES L. PERKINS 
Western Distributor 
140 S. Dearborn St., Chicago, Ill. 
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Have you seen it? 


WALWORTH 





New Standardized 


STYLE B 
Baseboard Register 


OT only made throughout in accordance with the 
N rules of the Standardization.Committee but it is 
the neatest durable register ever made to sell at a 
popular price. 


Simple, easy and accurate in operation, cast face 
made of the best iron, finished in all the popular 
finishes and made in the following sizes: 


8x10 inch 214 base extension 
8x12 “ 2% “ a 
9x12 “ 2% “ = 
ane. “" 2a. .* x 


Study the features of this new register. 












Write today for full particulars and prices on the 
Walworth New Standardized: Style B Baseboard 


Register. 
Order some for that next job—your customers will 
want them. 

Made by the makers of Walworth Double Gratings, 


Semi-Steel Registers, Side Walland Floor Registers, 
Ventilators, Borders and Casings Rings. 


THE WALWORTH RUN 
FOUNDRY COMPANY 


West 27th Street and N. Y.C. & St. L. R. R., Cleveland, Ohio 


Distributors: 


ROBINSON FURNACE C©O., Chicago, Til. 
HART MFG. CO., Louisville, Ky. 
PHILLIPS & BUTTORFF MFG. CO., Nashville, Tenn. 


Eastern Representative: 
PENN TINSMITH’S SUPPLY CO., Philadelphia, Pa. 
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Here is the book they 
are all talking about--- 


Just off the Press—Now ready for you 


T IS the book that you have been asking for—a book on 

Warm Air Furnace Heating that is UP-TO-DATE—a 

book that covers every phase of the subject giving exact 
data based on research work. 


Written by A. M. Daniels. 
Here is the book that will enable both the experienced fur- 


nace man and the student to obtain a working knowledge of 
up-to-date scientific warm air furnace heating. 


It covers the subject completely. 


Many tables are included and some big labor savers in cal- 
culating pipe sizes—also many diagrams. 


450 pages, 7x9 inches 


Bound in semi-flexible imitation leather-- 
Stamped in gold-- 


PRICE $5.00 POSTPAID 


Send in your order today 


AMERICAN ARTISAN, 
620 So. Michigan Ave., Chicago, IIl. 


Enclosed find $5.00 for which send me WARM AIR FUR- 
NACE HEATING by A. M. DANIELS. 

10% discount allowed on book and renewal subscription 
if ordered together. 
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JAMEBICAN 


IREGISTERS 


are 


thoroughly inspected and be- 
fore leaving the factory must 
come up to the 


4 AMERICAN STANDARD, 
which assures you the highest 
quality. 

Sf] THE AMERICAN WOOD 
PLYMOUTH, IND. 








REX 


AUXILIARY GAS FURNACES 


Are designed to give 
the customers the 
best possible results 
from the use of Gas 
in connection with a 
Coal Furnace. 

They can burn them 
both at the same 
time or either one 
separate. The 
AUXILIARIES are 
equipped with cast 
iron burners and Hale 
adjustable mixers and 
will burn Natural or 
Artificial Gas. 

No. 380 Auxiliary 
has two burners and 
pilot burner and will 
heat five to seven 
rooms without the 
use of Coal Furnace. 
Now is the time to secure the Agency in yout terri- 
tory for the REX line of furnaces and heaters that 
we have manufactured for twelve years. 


Write Today for Latest Catalog 


Manufacturers of 
Garage Heaters, Factory Heaters and Furnaces 


CALKINS & PEARCE 


751 E. LONG ST. COLUMBUS, OHIO 











BOLTS 


WE MANUFACTURE A COMPLETE 
LINE OF BOLT PRODUCTS, INCLUD- 
ING STOVE BOLTS, CARRIAGE BOLTS, 
MACHINE BOLTS, LAG BOLTS, NUTS, 
COTTER PINS, ETC. ALSO STOVE 
RODS, SMALL RIVETS AND HINGE 
PINS, CATALOG ON REQUEST. 














THE KIRK-LATTY CO. 
1971 W. 85th St. _ Cleveland, O. 


PATTERNS Ano neaters 
THE CLEVELAND CASTINGS PATTERN COMPANY 
CLEVELAND, OHIO 











PATTERNS 


FOR STOVES AND HEATERS  ,x Woop ana 1n0N 
VEDDER PATTERN WORKS ‘*°s.,°"*° TROY, N. Y. 








IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTERN COMPANY 


QUINCY, ILLINOIS 














The- 


OLDEST 


and 


LARGEST 


STOVE, FURNACE & BOILER 
REPAIR HOUSE in the COUNTRY 


Try Our Service 


The Northwestern Stove Repair Co. 
CHICAGO 























Seal” 
FURNACE CEMENT 
, Roof Cement — Stove Putty 


Plumbers Putty 


PAINTS and SPECIALTIES 


WILLIAM CONNORS PAINT MFG. CO. 
TROY Established 1852 NEW YORK 


JAMES L. PERKINS 
Western Distributor 
140 S. Dearborn St., Chicago, Ill. 
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The Vendor Who Cut Off His Hands 





ERE is an old story about a mer- 
chant in a distant land who, when 
informed by the King’s men that 

the despotic ruler had placed a tax of one 
piece of silver on every hand through- 
out the land, forthwith cut off his hands 
to evade it. 


How shortsighted of Ben Ali, or what- 
ever his name. The poor merchant, in- 
eapable of earning, unable to survive, 
passed out—starved in help- 

less poverty. He had evaded 

the tax and saved his piece of 
silver—but in so doing had 

lost all. 


Well, here’s the point. The 
hands of your business and of 
ours are the service and values. 
we deliver to our customers. 
We might just as well try to 
make gold out of carrots as to 
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try to build a sound business without 
them. The furnace man who skimps on 
the quality of his job saves a pittance but 
in so doing undermines his reputation— 
jeopardizes his future. 


Ponder this. Lamneck Simplified Pipe 
and Fittings cost no more than any other 
ready made fittings of standard make. In 
fact, these neat, trim, sturdy items cost 
very little more than the metal in the 
rough. What penny wise folly 
then to accept similar products 
of questionable merit or to 
waste your time and effort 
making them in the shop. 


‘*Lamneck’s”’ are the best that 
skill, experience and flawless 
raw materials can make—true 
to promise, true to gauge— 
honest value. Why not give 
this quality to your customers? 


THE W. E. LAMNECK COMPANY, 416-432 Dublin Ave., Columbus, Ohio 


Western Representative: THE QUICK FURNACE & SUPPLY CO., Des Moines, lowa 


SIMPLIFIED 
PIPE AND 
FITTINGS 


OTE: Write for 
catalog and prices. 
Samples of our 
own manufactured 
products free for 
the asking. 
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THIS is 


what make 





| Socal na by seven years of actual tests, 
this simple device represents the great- 
est advance in the history of warm-air 
heating! With the Reed Furnace Filter you 
can land bigger jobs on the assurance of 
clean heat—cleaner, in fact, than hot- 
water or steam—and sell all your customers 
on the basis of real service. 


Every Job a Prospect! 


Every warm-air user—old customers and new cus- 
tomers—would gladly pay you double the cost of a 
Reed Furnace Filter for the sake of protecting walls, 
draperies and other household furnishings against 
the ravages of dust and soot. Easily installed on old 
or new jobs. Don’t wait till your competitor gets the 
cream of the business— write for particulars today! 


REED AIR FILTER COMPANY, Incorporated 
222 Central Avenue, LOUISVILLE, KENTUCKY 
Offices in Principal Cities 


SheReed 


Furnace Filter 





ARTISAN 


S Warlmm- 


air systems CLEAN! 

















REE 
REED Fitts. 


E REED FURNACE FILTER, easily in- 


stalled in the cold-air duct, can be used 





with either gravity or forced-air circulation. 
When a furnace fan is used the Reed Furnace 
Filter is even more desirable because of the 
increased movement of dust-laden air. 

















E Reed Furnace 
Filter —now availa- 
ble for every home —is 
built on the same prin- 
ciple as the famous 
Reed Air Filter, 140, 
000 of which are now 
filtering the airforthou- 
sands of public build- 
ings the world over. 





SHOW this striking 
proof to your pros- 
pects! Photographs show 
section of Reed Furnace 
Filter before and after 
several weeks’ use. Addi- 
tional quantities of dust 
and soot are inside the 
















4 REED AIR FILTER CO., Incorporated 
222 Central Ave., Louisville, Ky. 

Send at once complete information about 
8 the Reed Furnace Filter. 
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WHAT TO LOOK FOR! 


In a near issue of AMERICAN ARTISAN there will appear an 
article by Paul R. Jordan, of the Paul R. Jordan Company, Indian- 
apolis, Indiana. This article will give, in considerable detail, the 
history of ventilating and the various stages it has passed through. 
Several illustrations which will accompany the article will show 
some of the latest types of ventilator now in use. 

Watch for the Paul Jordan article and also the next article 
in the series on warm air heating by John S. Walker. 
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Sheets for Every Purpose 


If it is sheets you want—-special Ascoloy, Annealed or 
common Galvanized, then here is your logical source. An 
inexhaustible supply, including all sizes, gauges, grades, 
and finishes, is maintained at eight conveniently located 
steel-service plants ready to meet your every requirement. 
All Ryerson sheets are stored in heated rooms to preserve 
the finish—every one is a quality product. Draw on these 
stocks — shipment is immediate. 


Other steel products required by the sheet metal trade, 
such as rivets, bolts, bars, angles, channels, rods, etc., are 
also carried in stock for quick shipment. Concentrate your 
orders and save time and money. 


Patent Leveled Armco Iron— Armco Vitreous Enameling 
Silver Finished Galvanized Electrical 

Special “C” Pickled Ascoloy Too! Steel 

Single Pickled ena Sheets Blue Annealed 


Extra Deep Stamping : One Pass Cold Rolled 
Partition Copper Bearing Galvanized 


Armco Iron— Wellsville Polished Lead Coated 
Blue Annealed Uniform Blue Corrugated 


JOSEPH T. RYERSON & SON inc. 


ESTABLISHED 1642 
PLANTS: CHICAGO ST. LOUIS CLEVELAND NEW YORK 
MILWAUKEE CINCINNATI DETROIT BUFFALO BOSTON 
REPRESENTATION IN DENVER LOUISVIL@E AN FRANCISCO ERSEY CITY 


MINNEAPOLIS TULSA HOUSTON LOS ANGELES NEWARK 


RYERSON STEEL’ SERVICE 
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The New 
PORTAGE 


(XXth Century Built) 








for Price Buyers, Real Estate Men, 
and Builders 


T= progressive merchant, these days, appeals to both the Quality 
and the Price buyers. 


If he is a XXth Century dealer he has a XXth Century Hot Blast Furnace in 
cast or steel to offer the Quality buyers. And he has the popular, low priced 
Portage Furnace (XXth Century built) to appeal to the Price buyers. With 
these three furnaces he can compete for any business in sight. 


Make no mistake .... . the Portage is not a cheap quality furnace ..... it 
has been made by the XXth Century for years and has been constantly improved 
year after year. The Portage is well constructed, of good materials and makes 
an excellent heater. It is a big favorite among real estate men and others who 
build many homes. 


No furnace dealer ever had a more complete nor better profit-producing line than 
the XXth Century. Without obligation it will be well worth your time to get the 
XXth Century proposition. Fill in and mail the Coupon today. 


ee, eee te eal 


The XXth Century H. & V. Co. 


Akron, Ohio | The XXth Century 
Without obligation, please send us com- ; e ° 
plete sean on ne XXth Century dealer Heating & Ventilating 
! Company 


proposition. 







Name ....... Be Le See yee ee ee eee 

A eee se ee ee eee ° 
ae Akron, Ohio 
gc 5 aed.» alee as aia Bara la ae 
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Bauman and George Harms 


Western Warm Air Men Drink Deeply from 
Flagon of Facts at Peoria Meeting 


Furnace Manufacturers, Dealers and Salesmen Learn 
Much About Their Business and Its Proper Conduct 


ALLING a spade a spade is be- 

coming increasingly the vogue 
among the more progressive ele- 
ments in all phases of the warm 
air heating industry, as shown at 
recent important conventions. The 
two-day session of the Western 
Warm Air Furnace and Supply 
Association, held in the Pere Mar- 
quette Hotel, Peoria, Ill., June first 
and second, and attended by manu- 
facturers, installers and 
salesmen, again evidenced the urge 
to get at the truth, the whole truth, 
furthering the 


Manufac- 


jobbers, 


in the interest of 
growth of the industry. 
turers, jobbers, installers and sales- 
men meeting here and working for 
the common cause, had the courage 


By Georce J. DUERR 

to be frank with each other, and the 
trend of the talk was of the most 
outspoken and mutually helpful 
character. Getting out of the nega- 
tive and into the postive attitude of 
mind about the industry’s potential- 
ities; out of the passive and don't- 
give-a-d—n class (as “Buck” Tay- 
lor called it) and into the progres- 
sive, hardworking and clear think- 
ing class; these were among fore- 
most topics under discussion. 

The meeting opened with a few 
but warm words of welcome to 
Peoria by Mr. Kavanaugh, City At- 
torney, who spoke in behalf of 
Mayor Mueller. Mr. Mueller was 
not able to be present because of the 
tragic death of his son. 


President Harvey Manny pre- 
sided, and for the benefit of those 
in attendance not familiar with the 
purposes of the Western Warm Air 
Furnace and Supply Association, 
briefly sketched the events 


led to the organization’s formation, 


which 


as well as the work it has been do- 
ing since that time. President 
Manny’s remarks follows: 

Address of J. Harvey Manny 

Inasmuch as we have with us a 
large number of furnace dealers and 
furnace salesmen who are probably 
not altogether familiar with our as- 
sociation it might be well at this 
time to give you a brief sketch of 
the purposes and the past perform- 


ance of this organization. 
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Left to Right—H. D. Walker, J. Barton, C. G. Johnson, D. E. Cummings, John S. Walker and Frank Phalen—A. A. 
Glessner, Fred W. Heads, J. Harvey Manny, C. E. Glessner and Sam P. Burgess 


Some years ago a small group of 
furnace jobbers and manufacturers 
made up their mind the time was 
ripe for an organization of furnace 
men, whose purpose would be to 
educate and instruct the dealer in 
the proper installation of warm air 
furnaces. They realized that this 
burden naturally rested on the 
shoulders of the manufacturer and 
the jobber. For many years past 
the furnace manufacturer had been 
building furnaces of various design 
and selling them to every man en- 
gaged in the furnace business with- 
out giving any further thought as 
to just what happened to the fur- 
nace after it was sold to the dealer. 
This naturally resulted in a large 
number of poorly installed furnace 
jobs. 

The average furnace man always 
was a good mechanic in his line, but 
had never had the opportunity of 
studying air circulation, heating ca- 
pacities, heat loss tables and many 
of the other essentials necessary in 
the construction of a good warm air 
furnace job. To this end the West- 
ern Warm Air Furnace & Supply 
Association was organized. 

We call your particular attention 
to the motto which has been used 
by the association ever since its or- 
ganization, which is, “An Organ- 
ization Devoted to the U pbuilding of 
the Warm Air Heating Industry.” 

After much serious thought and 
considerable time consumed in dis- 
cussion as to the best method to 
pursue it was finally decided that a 
standard furnace code should be 


adopted by the organization. This 
code, or set of rules, was to be so 
designed that any man in the heat- 
ing industry could easily understand 
all the tables and the rules shown in 
the code and in figuring his furnace 
jobs in accordance with this code he 
would be assured of properly heated 
buildings, which he was under con 
tract to heat. 

\ code committee was appointed 
by the association and for some 
years they worked on all various de- 
tails, every six months bringing 
their report to the full meeting of 
the members at which time it was 
discussed on the floor of our con- 
ventions. We finally adopted a 
Standard Code which we felt was 
the proper code to hand to the deal- 
ers of the country. 

Other organizations took interest 
in the work we were doing and it 
was not long before we were able 
to present our code for adoption to 
other organizations engaged in our 
line of business. These organiza- 
tions appointed representatives to 
act with representatives of our or- 
ganization, which met together and 
organized a Joint Code Committee. 
They also labored for many months 
and many of the terms of our orig- 
inal code were changed to meet the 
views of the best minds in the heat- 
ing industry. 

Upon the completion of the work 
of this Joint Committee the present 
Standard Code was adopted by all 
of the other organizations, and has 
been changed from time to time to 
meet the result of the research work 


done by the University of Illinois 

It would appear that the work 
of our organization finally came to 
an end with the adoption of ‘this 
code and we struggled along for a 
year or so trying to find sgmething 
else to do for the good of the busi- 
ness. It was finally suggested that 
this code should be put in ordinance 
form so that any city or town in the 
country could make it a part of their 
law and make it compulsory for the 
furnace dealer to install furnaces 
according to the code. 

To this end we appointed a com- 
mittee to put the code in. ordinance 
form. Most of the members of this 
committee were the same as worked 
on the original Standard Code and 
profiting from our past experience 
this committee immediately got busy 
and within six months from the 
time the committee was appointed a 
report was brought into the conven- 
tion and the Standard Furnace 
Ordinance adopted. This Ordinance 
has been handed to the Joint Code 
Committee of the other associations, 
and after a few minor changes has 
been, or will be, soon adopted by 
these associations. 

The work of our association was 
again completed but the members 
were not satisfied to quit. We now 
feel it our duty to teach the furnace 
dealer, and the salesman who calls 
upon the dealer, as to the best way 
of applying this code to general 
practice. Many new methods of 
warm air heating are coming into 
general use such as gas and oil 


burner furnaces, fan and blower 
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jobs, air washing, etc., and we feel 
it our duty to instruct the dealer in 
all of these various angles of the 
business. 

For this reason we have called 
you men together today. Our pro- 
gram has been so arranged that we 
are able to present to you the very 
best authorities we can find for the 
presentation of several various sub- 
jects and we trust you will all leave 
here feeling that you have profited 
greatly because of your attendance 
here. 

Immediately following the talk of 
the president, the secretary read 
communications from Fred L. Nes- 
bit, Omaha, Nebraska, whom illness 
had kept away from the meeting, 
and Paul L. Biersach, President of 
the National Association of Sheet 
Metal Contractors. 

The secretary’s report, by Mrs. 
John H. Hussie, and the treasurer’s 
report given by John B. Fehlig, 
showed the association to be in 
good condition as to membership 
and finances. As to its accomplish- 
ments, these speak for themselves. 

On motion of George Harms, and 
passed by a rising vote, a telegram 
was prepared and sent to Fred L. 
Nesbit and John H. Hussie, who 
are confined to their beds by sick- 
ness. 

The fourth edition of the Stand- 
ard Code will soon be out, incor- 
porating the changes made at the 
Cleveland meeting of the National 
Warm Air Heating and Ventilating 
Association, according to George 
Harms, who reported on the prog- 


and Tom Cox 


ress of the Joint Code Committee. 
In connection with the work of pre- 
paring the Code for publication, 
Mr. Harms paid a very high tribute 
to the work of Professor J. D. 
Hoffman of 
“The accuracy and precision which 


Purdue University. 
Professor Hoffman had _ insisted 
upon and worked for before pro- 
nouncing the work completed was 
highly commendatory to him,” said 
Mr. Harms. 


Mr. Harms called attention to 
one correction Mr. Nesbit had sug- 
gested, which was that the clean out 
should be 8 inches below the smoke 
pipe, so that the accumulation of 
soot could lodge below the pipe be- 
tween cleanings without hindering 
the draft. 

The subject of the Standard Uni- 
form Contract upon which the asso- 
ciation has been working was also 
brought in for discussion by Mr. 
Harms; in fact, a complete contract 
form was presented and adopted, 
after considerable discussion. R. C. 
Walker and Joe Farris were among 
those who urged the adoption of the 
contract blank. “Buck” Taylor sug- 
gested that a blank be inserted be- 
fore the word “zero” in the para- 
graph on guarantees, so as to per- 
mit the installer to insert the tem- 
perature desired. A copy of the 
Standard Uniform Contract blank 
as it was adopted appears on an- 
other page of this issue. 

Joe Farris in his delightfully im 
passioned way pointed out the ne- 
cessity of using a written contract 


in all transactions, in order that 


both the home owner and the in- 
staller have a record of the meeting 
of their minds. “With the written 
contract,” said he, “there can be no 
misunderstanding or misinterpreta- 
tion. The written agreement is on 
record for impartial review, conse- 
quently the chance of loss through 
misunderstanding is cut to a mini- 
mum.” 

Mr. Harms also reported that the 
Trade Development book of the 
National Association of Sheet Metal 
Contractors will be out some time 
during the current year. He called 
particular attention to the section of 
the book devoted to warm air heat- 
ing. 

“This section,” said Mr. Harms, 
“will include everything that a 
warm air furnace installer needs to 
know, in order to conduct a profit- 
able warm air heating business from 
beginning to end. 

During the famous “Start Some- 
Harvey 


thing” hour, President 


Manny introduced the subject of 
standardizing registers, and asked if 
it were the pleasure of the associa- 
tion to have a committee on stand- 
He said that the Na- 


tional Department of 


ardization. 
Commerce 
had expressed its willingness to help 
with the standardization of registers 
and fittings. 

Considerable discussion ensued, 
with R. W. 


Harms, Buck Taylor and a few 


Blanchard, George 
others participating. The outcome 
was that a committee on standard- 
ization was appointed, with regis- 
ter and fitting men excluded from 
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service on that committee. The 
purpose of the committee will be to 
nvestigate the whole matter of reg- 
ister and fittings standardization in 
order to see if some working basis 
could not be reached. 

“Les” Taylor. started something 
by asking, “How many dealers pres- 
ent are purchasing furnaces from 
furnace manufacturers who do di- 
rect installation work ?” 

It was Mr. Taylor’s opinion that 
furnaces from 
direct in- 


dealers who buy 
manufacturers who do 
stallation work are adding greatly 
to their own difficulties by helping 
to support manufacturers who will 
eventually take the business away 
from them. “The direct installer 
manufacturer will bear watching,” 
said Mr. Taylor. 

Next on the start-something hour, 
“Buck” Taylor asked why the 
Standard Furnace Ordinance was 
not put through the state legisla- 
tures, instead of introducing it in 
the various city ordinances, “taking 
pot shots at the hillside,” as he 
termed it? 

George Harms replied by saying 
that the original plan was to intro- 
duce the ordinance into the legisla- 
tures of the various states. The 
progressed to a point 
where a lobbyist had been em- 
played to lobby for the bill. It was 
soon learned that the opposing side 
had the most money and the lobby- 
ist sold himself out to them, and so 
in the first instance the bill was 
withdrawn. 

Buck Taylor’s opinion on_ this, 
however, is that the money short- 
age could be quickly overcome by 
enlisting the aid of other industries, 
such as lumber and steel, by show- 
ing them how they would benefit, 
through greater use of their prod- 
ucts, by the passage of the bill. By 
thus cooperating with other indus- 
tries, so formidable a front would 
be presented to the opposing fac- 
tions that their resistance would 
quickly disappear. 

Joe Farris pointed out that in or- 
der to put a thing over, it must have 
public sentiment back of it. There- 


work had 


fore the installers themselves must 
be thoroughly sold on the Code, 
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then let them acquaint the public 
with it. 

“The installers themselves 
be thoroughly convinced,” said Mr. 
Farris, “that unless a thing is done 
according to natural laws, it will fall 
down’ again. To stand the test, 
things must be done right. To be 
done right, they must conform to 
the laws of nature.” 


Dealers and Manufacturers 
Have Their Inning 


The afternoon session of the first 
day’s meeting was as fiery as was 
that of the morning. R. C. Walker, 
chairman of the Publicity Commit- 
tee, took charge of the meeting for 
the remainder of the convention. 

Jack Stowell represented the deal- 
ers. “Buck” Taylor spoke in _ be- 
half of the manufacturers, L. 
Wayne Arny and “Tommy” Rich- 
ardson reviewed the situation be- 
tween installer and manufacturer 
from an impartial standpoint, out- 
lining the needs of the industry and 
the methods already at work, the 
corrections needed to remove the 
deficiencies within the industry, in 
order to make warm air heating of 
greater service to the public. 

Jack Stowell was first on the 
platform. He censured the manu- 
facturers for their seeming unwill- 
ingness to acknowledge the relative 
unimportance of their furnace as a 
factor in selling warm air heating to 
the public. 

The theme of Jack’s 
was that first of all the men in the 
industry must realize that warm air 
heating is a necessity and not a 
luxury; that they must approach 
the public with a highly desirable 
service and not a product alone. 
“We must sell results,’ said he, 
“and not merchandise.” We must 
stress to the customer the benefit he 
is going to derive by using the ob- 
ject we have to sell.” 

He criticized the manufacturers 
for their inability to get away from 
selling specifications in their cata- 
logs and general sales literature. 
He also raked them over the coals 
for statements made in their cata- 
logs which no furnace installer 
could attempt to prove to his public. 

In short, Jack asked the manu- 
facturers to do a right-about-face 


must 


remarks 
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on their selling methods and revamp 
their dealer helps so that these iat- 
ter would be sales promoters for 
warm air heating and not for cast- 
ings. 

To the dealers Jack left this mes- 
sage, that they must realize that they 
are the neck of the bottle and that 
they must become merchandisers of 
warm.air heat and not castings 

“Buck” Taylor, accepting as a 
manufacturer, the criticisms which 
Jack Stowell made, countered with 
the statement, “Ignorance is what is 
responsible for more of the ills in 
the warm air heating industry than 
any other one thing. The whole 
thing can be epitomized in that one 
word—ignorance—which applies to 
manufacturers, jobbers, installers 
and salesmen.” 

“There are three classifications 
into which everyone in the warm air 
heating industry can be placed,” 
said “Buck,” “and these classifica- 
tions are, Progressive, Passive and 
Don’t Give a Damn. The great 
thing lacking within the industry is 
faith, The men must quit packing 
guns, knives and safety pins, and 
place faith in their fellow men. If 
the installers find that they can’t 
get what they want from the manu- 
facturer they are buying from, buy 
from the progressive manufacturers 
who have gone into scientific selling, * 
who have studied the needs of the 
installers and who are spending 
thousands of dollars trying their 
level best to help the installers. In 
other words, get out of the don'’t- 
give-a-damn and passive classes and 
get into the progressive class.” 

“Buck” expressed an utter con- 
tempt for the type of men who 
“vote dry and drink wet.” 


“There is entirely too much 
watching our competitors in the 
furnace business,” said “Buck.” “In 
the case of my company we are too 
much interested in our own busi- 
ness to be continually watching to 
see what our competitors are do- 
ing.” By that he did not mean that 
he is ignoring the products and 
practices of what the competitors 
are making and using. He meant 
that he has no time for knocking 
the products of his competitors 
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Standard Uniform Warm Air Heating Contract 


hereby proposes to furnish and install one No 
sia‘ eins occu oa 1 ms Riga 0 Wo 
together with all pipes, registers and fittings necessary for a complete job, furnace to be installed ACCORDING TO THE 
STANDARD FURNACE CODE, copy of which is attached and made a part of this proposal and in accordance with terms 
and conditions hereinafter named. 


Will connect to the following rooms on first floor: 


Living Room Dining Room a eee 
Breakfast Room Bath Room ja ae wledeles occ cde eneee 


Will run pipes from furnace to connect the above rooms. 
Finish of registers for first floor 

Will connect to bath and 

Finish of registers for second floor 


The cold air to be taken from cold air faces. 


BASEMENT AND CHIMNEY 


The purchaser shall furnish basement of such depth that the pipes leading from the furnace to the registers can be 
installed with proper elevation. The chimney to be of suitable capacity, not less than 8” by 12” inside, to run up straight 
without any turns or bends, and at least two feet over the comb of roof. 


MASON AND CARPENTER WORK 


All mason work connected with the installation of this furnace to be done 
carpenter work to be done by 


INSTALLATION 


The heating contractor shall have full charge and direction of all work covering the installation of this heating appa- 
ratus; and should it develop that any unforseen causes arise that would hinder the efficiency and the successful working of 
the heater, then the said heating contractor reserves the right to adjust and remedy the same. 


TEMPORARY HEATING 


Where furnace is used by workmen during construction of any building, the purchaser assumes all responsibility for 
any breakage or accident while so in use, and agrees to pay for any damage or additional work that'may be caused on this 
account. 


GUARANTEE 


In consideration of the payment of the purchase price, hereinafter specified, and provided the furnace is properly man- 
aged and the building in which this heating system is installed is properly built, having doors and windows tightly fitted, 
guarantee said furnace capable of heating every room in which there is a register 

to an average temperature of seventy degrees Fahrenheit with mercury at —zero on the outside. 


REPLACEMENT WORK 


In replacement work, where furnace is connected to old installation, changes in size or location of pipes and registers 
are not covered by this contract unless otherwise specified. Guarantee applies only to their respective capacities. 


TITLE TO FURNACE 


If purchaser disposes of real estate by sale or otherwise, in which this heating system is placed, the full amount 
remaining unpaid on this contract becomes due at once; purchaser agreeing to pay to the full 
amount within forty-eight hours after purchaser has disposed of said real estate. 

It is understood and agreed by purchaser that failure to pay as above specified shall constitute an act of wrongful con- 
version, by purchaser, of money or property belonging to contractor. 

It is further understood that the heating system shall remain personal property after it is placed in the building, as 
well as before, and that the title to the furnace remains in until final payment is 
made; with the right to remove the same in default of payment. 

Interest at the rate of % to be charged on all money not paid when due. 

No verbal agreements not specified above are to be considered. 
iis, <x. wi onagh ohana Salen eiie at + ake Seine get aes a ea eee shall receive the sum of 

), which shall be due and payable as follows: 


Heating Contractor. 
ACCEPTANCE 


hereby accept the foregoing proposal, and promise to pay to 
dollars ($ ), in accordance with terms specified above. 


Purchaser (s). 
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Mr. Taylor had considerable to 
say about cost finding also. He 
gave it as his opinion and expe- 
rience that many of the instances 
where furnace installers are not 
making money are caused by a lack 
of proper regard for overhead. “In 
figuring overhead, many business 
men,” said Buck, “do not realize 
that they must add 25 per cent to 
the cost, in order to realize 20 per 
cent profit. In other words, if you 
add 10 per cent for overhead and 
20 per cent for profit, you must still 
add 10 per cent for selling. 
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now. They must continue the pro- 
gram they have set for themselves. 

Mr. Arny said, in regard to 
house-to-house canvassing, that 65 
per cent of the sales made in that 
manner are made after the fifth 
call, and 65 per cent of the sales are 
made to the woman of the house. 
Mr. Arny said that the furnace men 
have a great natural advantage in 
their system, because the selling 
arguments are all inherent within 
the system itself. Heating is a ne- 


cessity ; therefore, the market is un- 
limited. 





Left to Right—The Learned Prcefersor V. S. Day and His Charming Wife—Two 
Old Friends, John B. Fehlig and Herb Symonds—Lew Denoyer 


“If you would progress, you can 
take nothing for granted. You must 
get down to fundamentals.” 

L. Wayne Arny followed Buck 
Taylor on the speaker’s platform. 
The keynote of Mr. Arny’s talk was 
that “We have certain faults and we 
should work toward immediate ad- 
justment. Mr. Arny spoke of 
reading over the reports of the 
Stove Manufacturers’ Association 
and finding that 37 years ago they 
were talking about the troubles of 
the stove industry, which appeared 
to be on a par with the troubles of 
the warm air heating industry, but 
these men are still talking. The point 
he wished to make was that the warm 
air furnace men cannot afford to 
talk about their troubles for 37 
years. They must prepare to act 


In regard to the market for warm 
air furnaces Mr. Arny said that 65 
per cent of the homes in the United 
States that are heated are heated 
with warm air, but only 40 per cent 
of the homes are heated properly at 
all, the 60 per cent being heated 
with stoves, etc. 

Tommy Richardson, who is chair- 
man of the publicity committee of 
the National Warm Air Heating 
and Ventilating Association, spoke 
briefly on the progress that is be- 
ing made. The outlook as he 
viewed it is very encouraging. 

In the evening a very fine banquet 
was arranged in the Ball Room of 
the Pere Marquette Hotel. The 
main speaker of the evening was B. 
J. Palmer, of WOC, Davenport, 
Iowa. The theme of Mr. Palmer’s 
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talk was “Selling Yourself,” and 
his remarks tended to show that we 
must get out of the negative or pas- 
sive state of mind and into the posi- 
tive attitude toward our work and 
the things about us. Mr. Palmer 
spoke for the better part of two 
hours, during which he dropped 
many quips and quirps of value to 
the individual. 

Tom Pearson was also on the pro- 
gram, dressed in the costume of an 
African educator. Mr. Pearson de- 
livered his famous lecture on evolu- 
tion, which was very well received 
by all those in attendance. 

Thursday a Day of Excitement 

In view of the fact that Professor 
Day of the University of Illinois 
was unable to give his address as 
scheduled, he was given the first 
place on the program for Thursday. 
Professor Day’s address concerned 
itself with the contents of the Uni- 
versity of Illinois Circular No. 15, 
and was illustrated. Circular No. 
15 gives the results obtained from 
the research work carried on in the 
Research Residence at Urbana in 
zero weather. 

A very important phase of this 
lecture was the revelation of the re- 
sults obtained with the three cold 
air returns instead of one in the re- 
search residence. Epitomizing these 
results, they are, 1. It bettered the 
room conditions. 2. It decreased the 
furnace efficiency slightly. 3. It 
gave better distribution. 

As this lecture is embodied in 
Circular No. 15, it can be had free 
of charge by writing the University 
Experiment Station. Warm air fur- 
nace men should avail themselves of 
this opportunity immediately, as the 
edition is limited and will soon be 
out of print. 

One of the most important phases 
of the lecture by Professor Day was 
the note of caution which he 
sounded. Many furnace installers 
are under the impression that they 
are doing Standard Code work, 
when in reality they are not, for the 
simple reason that they are not 
using stacks of a size that keeps 
them within the area limit of the 
Code. The Code says that no stack 
shall be less than 70 per cent of the 
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warm air pipe area. An examina- 
tion of the sizes of some of the 
stacks being used shows that many 
installers, while they think they are 
putting in Code jobs, in reality are 
not doing so, because they are not 
making the outlets to conform to 
Code requirements. Professor 
Dav's address was more than a lec- 
ture: it was a revelation, and the 
warm air heating fraternity should 
consider themselves exceedingly for- 
tunate in having him on the re- 
search staff. 

J. C. Miles and R. W. Menk fol- 
lowed Professor Day with very in- 
structive lectures on the utility of 
the fan in connection with a warm 
air heating system. These addresses 
will be published in full in a later 
issue of AMERICAN ARTISAN. 

The first speaker on the program 
of the afternoon was J. T. Voll- 
brecht. Mr. Vollbrecht spoke on 
“Trouble Shooting in the Heating 
Plant.” This address dealt with 
many of the exigencies met with in 
the warm air heating plant and its 
draft, and was published in a recent 
issue Of AMERICAN ARTISAN. 

John S. Walker made a _ very 
creditable and instructive address 
on “Progressive Merchandising and 
the Code.” Mr. Walker opened his 
address by graphically showing the 
family income, and what part of 
that income has fixed charges 
against it, such as food, clothing, 
shelter. He then illustrated how the 
whims and desires of the family 
must be taken out of either the sav- 
ings or the fund set aside for mis- 
cellaneous purposes. In order to 
get in and get a hearing, therefore, 
the furnace salesman must find out 
who needs a furnace, what their in- 
come is and when it is likely that 
they will be in the market for the 
‘furnace. 

One important message which 
Mr. Walker left with his audience 
was that in connection with adver- 
tising and direct-by-mail work a 
friendly spirit toward the person 
addressed is always desirable. “One 
Picture, too, is worth a thousand 
words,” quoted Mr. Walker. 

In addition to the merchandising 
ideas which Mr. Walker left with 
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the audience, he explained the new 
factors that are to be inserted into 
the Standard Furnace Code. These 
factors deal with 


roofs and ceilings. The work of 


exposed walls, 
determining them is not yet entirely 
completed, and for that reason these 
factors are not yet released, but as 
soon as they are, they will be pub- 
lished in AMERICAN ARTISAN. 
Mat Friedman, F. G. Bruninga 
and Mr. Skinner spoke respectively 
of “Window Display, Advertising 
and Merchandizing, Accounting and 
Collections, and the Temperature 
Regulation in the Ordinary-sized 


House.” The first two of these ad- 


| 


dresses, on account of a lack of 
space in this issue, will be published 
in full in later issues of AMERICAN 
ARTISAN. 

Les Taylor almost upset the equi- 
smoothly 
running program with this bomb 
shell: “In what way will the attach- 
ment of a fan to a perfect Standard 
Code job improve the functioning 
of that job?” The men who asked 
to have the question answered were 
Les Taylor, Buck Taylor and Jack 
Stowell. On the defensive were R. 
W. Menk and J. C. Miles, with 
Professor Day as arbiter. No 
clearly defined answer was given to 
the question. 

This closed one of the hest con- 
ventions that the Western Warm 
Air Furnace & Supply Association 
has ever held. The attendance was 
well up to expectations, and the pro- 
gram committee having the work of 
arrangement in charge are 
congratulated. The warm air heat- 
ing men are getting somewhere. 


librium of an otherwise 


to be 
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They are at last finding out where 
they are going and are getting to 
their destination. More 


them. 


power to 





Hero Furnace Company 

Issues Book on Titan 

Furnace Construction 
The Hero 


Sycamore, Illinois, has recently re- 


Furnace Company, 
leased its catalog No. 27 descriptive 
of its Titan superheater furnaces. 

This book on the Titan furnace, 
designed as it is to give prospective 
customers a clear idea of the con- 
struction of that furnace, has gone 
into considerable detail. 


Left to Right—“Wild Bill” Laffin and His Two Bosses, Mrs. Laffin and Earl 
Johnson—Miss Ruth Meyer, Mrs. Jarres Shakman, and, Last 
But Not Least in Good Looks, Mrs. R. C. Walker 


First the furnace is shown cased 
and uncased, but fully assembled. 
Then the individual 
taken up. Starting with the ash pit 
and grates, the author, with the aid 
of the company 
forth in easily understandable lan- 


sections are 


engineers, sets 


guage the fine points of construction 
and reasons for that particular con- 
struction. 

Next comes the firepot, which has 
the unusual feature of being con- 
structed in two parts. A very im- 
portant part of the description is 
centered around the Titan joint. 

The dome or combustion cham- 
ber, the radiator, the water basin, 
the doors and the floating front are 
all given the same minute consider- 
ation by the author. 

If you have not already received 
a copy of this valuable little bundle 
of information on furnace construc- 
tion, a liberal education in warm air 
heating awaits you. Write for your 
copy from the Hero Furnace Com- 
pany, Sycamore, Illinois, today. 
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Preparing for Competition in the Warm 
Air Heating Industry’ 


Potential Market for Warm Air 


Furnaces Not Even Scratched 











WO men walk along the same 

street, in the same direction, at 
about the same pace. They are of 
about the same age. Both have 
good health—that is to say, both 
have had equal chances in life. 
Both are salesmen. Both make 
enough money to pay their current 
bills. 

One looks at the other and says 
to himself: “I wish I had that fei- 
low’s job. I bet my bottom dollar 
that he does not have the troubles 
I have. He, probably, is in a bus- 
iness where competition is not so 
keen; business comes to him with 
half the work and worry I have to 
put into mine.” 

After that he sighs and spends 
several succeeding moments in con- 
templating the hardships of his life. 

Confidence the Predominating 
Factor 

The second man looks at the first 
and thinks: “There’s another chap 
selling something. It’s a_ great 
game. Yes sir, the greatest in the 
world and I hope he realizes it.” 
From that point his thoughts fol- 
low on through from the business 
of the moment to the greater plans 
that he has laid out for himself in 
the more distant future. His 
thoughts flow on, stimulated by en- 
thusiasm, by confidence, by a con- 
sciousness that everything is just 
right except some few details that 
can be remedied with a little work 
and patience. 

Now what is the difference be- 
tween these two men? You may 
say that one is successful and the 
other on the verge of failure. Pos- 
sibly, but that is a result rather than 
a cause. Why is one more success- 





*Address of L. Wayne Arny, direc- 
tor of public relations of the National 
Warm Air Heating and Ventilating 
Association, delivered before the mem- 
bers of the Pennsylvania Sheet Metal 
Contractors’ Association in convention 
ry Bethlehem, Pennsylvania, at a recent 
ate. 


ful than the other? Better health? 
Possibly. Greater thinking power? 
Possibly. More experience? Pos- 
sibly. But, again, these things are 
details in comparison to the one 


greater difference which affects 
them all. That difference is lack of 
confidence. 


It makes little difference how 
great a capacity for thinking a man 
may have, how much experience he 
has had, how great his determina- 
tion—all of these assets are weak- 
ened the minute confidence fails. 
Call it personal weakness, fear, ap- 
prehension, hesitation, self con- 
sciousness~anything you choose; 
the result is always the same. 

It is a lack of confidence that 
wrecks more salesmen than any 
other one cause. I have seen men, 
otherwise splendidly fitted for a 
successful sales career, go down to 
utter failure, because they never 
seemed able to think except in terms 
of self and then with an eternal 
question mark. When they inter- 
view a prospect, their sub-conscious 
minds continually ask the questions : 
“Am I making a good impression on 
this man?” “Have I bungled the 
thing at the start?” “Should I put 
a good price to him or land him 
with a big discount?” “Is there 
any use in my going in to see that 
prospect ?” 

All through this reasoning “I” 
and “Me” predominate over sales, 
business, selling and—success. The 
two are like oil and water. They 
never can be mixed, no matter how 
clever the attempt or how subtly it 
enters into the picture. 

If it were not for this great bar- 
rier, uncertain confidence, anyone 
could read the text books on the art 
of selling and become an expert 
salesman. Read those_ books. 
Study them. They all contain the 
essence of selling. They all explain 
the basic principles of the art of 


salesmanship. They are very plain, 
because the science of selling can 
be reduced to certain laws and 
fundamentals which have been dem- 
onstrated over a long period of ac- 
tual practice. 

You will find in those books that 
certain things are necessary to make 
a sale. You must have goods to 
sell. You must find persons who 
want them—in other words, mar- 
kets. After you have found your 
markets you must persuade people 
to buy through argumentation and 
psychology, proceeding along the 
four well-known steps of selling. 

The Four Steps of Selling 

1. Gaining and holding attention. 

2. Stimulating interest or creat- 
ing a desire to know. ° 

3. Presenting reasons why they 
should buy. 

4. Giving arguments that will 
lead to action, i. e., a sale. 

You will also read in those books 
that it is necessary to follow cer- 
tain other requirements. Your ap- 
pearance must be in keeping with 
your story. Your talk must be sin- 
cere and convincing, etc., etc. All 
of that is simple. Any school boy 
can learn it in a few weeks. But 
any school boy cannot go out to sell 
goods. 

Nor can every intelligent man go 
out and sell goods, even though he 
has mastered the fundamentals of 
selling as outlined in theoretical 
discussions of the subject. Why 
not? There are several reasons, the 
most important one of which is the 
variance in personality. When you 
come to discuss personality you 
deal with an intangible thing that is 
as indefinite as an idea. Yet, a posi- 
tive personality is indispensable to 
a successful salesman. 

If you consider the psychological 
elements that enter into selling, you 
will finally come to the conclusion 


‘ that a favorable sales personality is 
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one in which the “I”’ has been over- 
shadowed by confidence and deter- 
To demonstrate this is 
simple. Talk to a prospect for a 
few moments. Let your thoughts 
digress from the business of selling 
to the possibility of losing the sale. 
While you talk let your sub- 
conscious mind ramble on in this 
fashion: “I wonder if I am mak- 
ing the right impression on this 
man.” “What if I should lose the 
sale; all this time and effort would 
be wasted.” 


Without Confidence They 
Cannot Succeed 


mination. 


Just at that moment your sales 
strategy crumbles and you fail; the 
prospect is sub-consciously aware of 
your weakness. There is created a 
defensive attitude on his part which 
is fatal to your success. Your 
mental pose then becomes that of 
the first man on the street who en- 
vies the other fellow because he has 
an easier job and greater success. 
All of this has, of course, mainly to 
do with selling in the abstract. 
Perhaps much of it is rather far 
removed from the concrete bus- 
iness of selling furnaces. But the 
time will come, and not far distant 
probably, when competition in the 
furnace business will be keen 
enough to make necessary the refine- 
ments in selling which have become 
indispensable in other more highly 
competitive lines. 

Little Competition in Fur- 
nace Industry 

There are furnace salesmen to- 
day who think they have keen com- 
petition. That statement is heard 
often. But, as a matter of fact, 
competition in the furnace industry 
has only just started. It cannot be, 
considered really keen until the 
potential market is more nearly 
reached. At the present time we 
are far from it. Last year gross 
sales in the furnace industry 
amounted roughly to 45 million dol- 


lars. In the same year 60 million 


dollars’ worth of greeting cards 
were sold during the Christmas sea- 
son. Has our industry experienced 
even the growing pains of competi- 
tion when such comparison can be 
made? 
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Quota of Furnace Industry 

We can arrive at the same con- 
clusion in another way, possibly 
more convincing. Experience 
shows that in every unit of 10,000 
population, 250 families, or one in 
ten, replace their heating equipment 
every year. Assuming that only 
about 40 per cent of the homes in 
this country are heated by a central 
plant—which is probably nearly 
correct—there is, then, a theoretical 
replacement of heating equipment 
amounting to 1,000,000 every year. 
This takes no account of the new 
business which, it is stated, will 
have to meet this year a building 
program of some six billion dollars. 
Confining ourselves, however, to 
the replacement market, it is gen- 
erally understood that about 65 per 
cent of the homes are now heated 
by warm air. This, reduced to 
sales figures, means that there is a 
theoretical replacement market for 
about 650,000 furnaces every year. 
At the present time, however, there 
are only slightly more than 500,000 
furnaces being manufactured. In 
other words, we are making 500,000 
furnaces to meet a potential replace- 
ment market of 650,000, to say 
nothing of the enormous new mar- 
ket that is expanding every year. 
Ts this not ample justification for 
the statement that the warm air fur- 
nace market has only just been 
scratched; that competition has 
hardly begun? 


Compare this situation with that 
of certain other industries. Sup- 
pose the furnace industry were now 
selling the 650,000 replacement jobs 
and its full share of the new bus- 
iness, what would be the next step? 
Discouragement? Would it then be 
justified for furnace salesmen to 
say: “What’s the use. We have 
reached the point of saturation and 


can go no farther?” 


Who knows how much further 
the industry can go, even when the 
point of apparent saturation has 
been reached? Before fhis problem 
was actually tested, marketing ex- 
perts thought they had some very 
definite knowledge on the subject, 
but in recent years so much has hap- 
pened to disprove their theories that 





it is now quite well understood that 
the point of saturation in any in- 
dustry is in direct proportion to the 
resources of that industry and its 
limitations are only those of its own 
personnel. 
Competition in Other 
Industries 

What do you suppose were the 
feelings of the ice manufacturers 
when electric refrigerators became 
so generally What, 
again, do you suppose were the 


accepted ? 


feelings of the lead pencil manu- 
facturers when mechanical pencils 
fought their way into the average 
man’s pocket? Were not the execu- 
tives of these industries justified in 
any feeling of discouragement that 
they might have allowed them- 
selves? And would they have been 
blamed for failure if thos: two in- 
dustries had died a natural death? 

As a matter of fact, there is more 
ice sold today for domestic pur- 
poses than ever before. And the 
sales records of lead pencil manu- 
facturers show no evidence what- 
ever of the existence of outside 
competition. 

Probably two reasons account for 
this. The most important is the de- 
termination on the part of those 
responsible for each of these indus- 
tries to keep alive at all costs, find- 
ing new markets if needs be. The 
second is the remarkable elasticity 
which most markets can be made to 
show under desperate needs. In 
view of these experiences and hun- 
dreds of others of a similar nature, 
the furnace industry is justified in 
looking into the future with con- 
fidence even though all apparent 
markets were saturated. 

The immediate problem for every 
furnace salesman, however, is how 
this enormous furnace 
market can more nearly be ap- 
proached. It is a reflection on the 
salesmanship of the furnace indus- 
try that the theoretical quota is so 
far ahead of actual sales. I say 
salesmanship, because that is the 
weakest phase of the industry to- 
day. 


potential 


At this point the furnace industry 
becomes individual; that is, it 
varies from most other industries. 
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No matter how good a salesman is, 
he can never meet his maximum 
sales through his own efforts alone, 
because he is not selling direct to 
the consumer as many salesmen in 
other lines do. His success is 
directly influenced by the character 
of salesmanship displayed by the 
individual who actually sells fur- 
naces to the home owner. 
One-sided Salesmanship 

One-sided salesmanship on this 
point results in a mass of furnace 
dealers cverstocked and incapable 
of moving their goods. That is 
actually the case in many places to- 
day. It kas resulted in more dealer 
failures than any other one thing. 
What is the answer? Suppose you 
walk into a dealer’s shop and you 
find that he has enough furnaces to 
last him for two months at his pres- 
ent rate of selling, what do you do? 
Some salesmen I have seen walk 
out of the shop with a feeling that 
they have done all that can be done 
under the conditions. “I don't 
blame the dealer for not ordering 
any more when they haven't sold 
what they have,” the salesman says. 

But that man is not a salesman. 
He is merely an order taker. If he 
were a real salesman he would see 
that such a situation offers to him 
an unusual opportunity to do some 
good work. Obviously, the reason 
why the dealer has not sold the fur- 
naces he has in stock is because of 
his inability to sell more, either 
from ignorance as to how to sell 
them or lack of initiative in carry- 
ing out the policies which he knows 
ought to be followed. Many deal- 
ers can be too easily induced to 
order beyond their needs, to buy 
when they really should sell, and 
the salesman who yields to the 
temptation of overselling such a 
dealer just because he is willing to 
sign on the dotted line is taking a 
short cut to failure. 

Booking Orders From Bad 
Credit Risks 

It is this condition which already 
has worked hardship on both manu- 
facturer and dealer. It imposes 
greater responsibilities on credit de- 
partments than they should be 
expected to carry. No credit de- 
partment should be asked to rule 
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on the credit risk of any customer 
whom the salesman knows from 
first hand evidence not worthy of 
credit. And yet today orders are 
being sent into the home office. by 
salesmen who hope that by some 
hook or crook the credit man will 
O. K. the account and thus swell 
the sales record of that particular 
salesman; when the salesman, were 
he doing business for himself, 
would never take such a credit risk. 


To this statement salesmen have 
said, “What are you going to do, 
pass up a man who is willing to sign 
an order?” And it is a fair ques- 
tion. The answer is obvious. By 
no means should he be passed up, 
no matter how poor a credit risk he 
is. His case is no different from 
the majority of furnace dealers ex- 
cept in degree. 

As a matter of fact, furnace sell- 
ing can never hope to place itself 
on a creditable basis until the ma- 
jority of furnace salesmen come to 
realize that their responsibilities are 
far more than inducing a man to 
buy. This, in fact, is probably the 
least of them. If other conditions 
are right the customer will Buy and 
pay a good price. It is the other 
conditions which must be looked to 
first. What are they? First comes 
codperation—cooperation with the 
customer so that he is placed in a 
position where he can sell his quota 
of furnaces for his territory. He 
must educate his customer to sell 
properly and intelligently; to keep 
accurate cost accounts; to really 
merchandise his goods. There must 
be a balance between the sales effort 
of the dealer and that of the manu- 
facturer’s salesman, otherwise 
trouble miust come. Before inten- 
sive selling methods are applied to 
the dealer the salesman must: see 
that the dealer is able to apply them 
to his customers so that the goods 
can flow along the entire line and 
not just over one part and then jam 
at another. 

The usual methods of good sell- 
ing on the dealer’s part are known 
to most salesmen. They must see 
that the dealer carries them out. In 
the list, however, there is one that 
usually is hardest to bring about. It 
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is house to house canvassing. For 
some reason many dealers consider 
this means of business getting be- 
neath their dignity. Many refuse 
flatly to do it. Probably this is be- 
cause of the association of house to 
house canvassing with book agents, 
broom peddlers and _ the like. 
Others have a superiority complex 
which makes such work very dis- 
tasteful. But the fact must be made 
clear to the dealer that there is no 
substitute that will produce equal 
results. It must be done, and if 
they find it impossible then they 
must employ men or women to do 
it for them. 
Canvassing 

House to house canvassing and a 
card index of heating conditions in 
the territcry must be the basis of 
any real and intensive local cam- 
paign for selling furnaces. To get 
along without them is merely 
scratching the surface and opening 
the doors for real competition 
which will come sooner or later. 
Few dealers realize the need of this 
type of business getting. Few of 
them, in fact, realize the need of 
any sales effort beyond the inser- 
tion of an ad in the local telephone 
book or theater program—and then 
waiting for business to come by 
reason of the momentum which 
years of work have piled up. Few 
dealers realize how fugitive a thing 
this momentum is—how easily peo- 
ple forget unless they have constant 
reminders. 

Losing Business Momentum 

A man may have done business 
for many years in a given com- 
munity and may have come in con- 
tact with a great many people. But 
the moment he ceases to be active 


-the momentum which he has 


created will begin to slow down un- 
til in a remarkably short time he 
will be forgotten and his business 
will be taken over by competitors 
whose activities are constant. 

Dealers do not know these things 
because their experiences have not 
included them. They are not to be 
blamed for not knowing them— 
they must be educated, and the 
salesman with his constant dealer 
contact is the only man who can do 
that educational work. 
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Furnace Manufacturers and 
Installers Getting Acquainted 


HE St. Paul railroad recently announced the suc- 

cessful establishment of roller-bearing journals on 
its rolling stock, making it possible to reduce the amount 
of power required to start and keep moving the trains 
which the company operates. Other roads will not be 
long in doing likewise. With the consequent reduction 
in operating costs will come a combination of swifter 
service and lower freight rates. . 

We are hearing a lot these days about hand-to-mouth 
buying. To the manufacturer hand-to-mouth buying 
means one thing, and to the retailer it means something 
entirely different. 

i‘rom the retailer’s standpoint hand-to-mouth buying 
is merely the physical evidence of a cautious attitude of 
mind (produced, no doubt, by adverse experiences), 
encouraged in its natural bent by vastly improved trans- 
portation facilities. It is a realization by the retailer 
that transportation facilities as they exist today make it 
unnecessary for him to tie up large amounts of his 
working capital in inventories of stock. Small and fre- 
quent shipments from warehouses, conveniently located, 
is coming more and more to be the established order of 
business, whether the manufacturer likes it or not. 
It is on the way. 

Many manufacturers, no doubt, view this new order 
as harmful to their business. Of course, it most cer- 
tainly will disrupt business as it is at present estab- 
lished, but it is hard to see how it can be harmful. For, 
is there any justification in having the manufacturer 
rush headlong into the creation of wealth, confining all 
of his attention to that phase of the business, leaving 
the furnace installer entirely to his own devices in see- 
ing tc it that this wealth created is put to service? After 
all, the extent to which new wealth is useful to the 
public determines its value and consequently its price 
in the open market. 

The manufacturers in many instances have heretofore, 
in order to produce volume, taken unfair advantage of 
the furnace installers. For the most part they have 
refused to investigate the furnace installer’s ability to 
market the number of furnaces their salesmen have, in 
their inflated enthusiasm, convinced him he could sell. 
No one can appreciate the mental anguish of a furnace 
installer coming to the end of the year with large inven- 
tories of furnaces on hand that were ordered in Jan- 
uary. 


But those days are rapidly passing. The furnace 
installer is getting wise to himself. With quick access 
te his manufacturer’s warehouse, made increasingly pos- 
sible by the improved transportation facilities, the fur- 
nace installer is not going to permit himself to be “loaded 


up” on stock in excess of what he can reasonably sell. 
He is recognizing the fact that wealth created and not 
put into service is a charge against some business, and 
he sees no reason why he should be called upon to pay 
those charges. This new regime is going to make the 
manufacturer bear some of the responsibility of seeing 
to it that the wealth he creates does get into service 
within a reasonable time after its creation, or to 
pay the carrying charges himself if he does not. 

The manufacturer may counter with the statement 
that his distribution costs will be increased, because his 
salesmen will be required to call on the installers more 
often than they now do. But even this necessity can 
be turned to advantage, because the manufacturer will 
be kept in closer touch with the problems of the installer 
—the man who in the final analysis determines how 
large the sales of warm air furnaces is going to be 
during any one year. 

There is no danger that the present rate of production: 
will be decreased. The potential market for warm air 
furnaces has already been proved to be more than double 
what the present rate of production is. The trouble 
then is in the selling end of the business. 

Therefore, the thing for the manufacturer to do is to 
make it his business to direct a portion of his effort 
toward helping the furnace installer sell warm air heat-. 
ing to an ever widening section of the public. He should 
study the installer’s problems, determine what his needs. 
are and then set about helping him to acquire the things 
he lacks to make him a good business man if he is not 
already proficient in that direction. 

Great strides in this direction have already been made- 
both by the National Warm Air Heating and Ventilat- 
ing Association and the Western Warm Air Furnace & 
Supply Association. At the recent Cleveland meeting 
of the former association a great many warm air furnace 
dealers obtained a better appreciation of what is being 
done for them by the manufacturers. They learned 
a lot at that meeting. 

The Western Warm Air Furnace and Supply Asso- 
ciation meeting at Peoria this week went even farther 
in acquainting the installers with its willingnss to help 
those who are deserving of this help. Those men 
who did not attend the Peoria meeting haven't the 
slight conception of what they missed. Here was 
opportunity to learn and those who did not take ad- 
vantage have only themselves to blame. 

All furnace installers who were fortunate enough to 
attend the meeting came away from it with a far better 
understanding of the warm air heating industry and the 
opportunities that it presents to the men who are willing 
to work than they have ever had at any time before. 

With such codperation as this, the manufacturers need 
have little fear that hand-to-mouth buying is going ta 
affect their production schedules materially. 
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One day not long ago a kinder- 
garten teacher, with a pile of books 
on her arm, was about to get off a 
street car, just as Charlie Glessner 
of the Excelsior Steel Furnace 
Company, whom she thought she 
recognized, got on. “Good morn- 
ing,” she said with a cheery smile. 
Almost instantly she saw by the 
quizzical expression on Charlie’s 
face that she had made a mistake. 
Intending to correct it, she added 
quickly: “Oh, pardon me! I 
thought you were the father of one 
of my children.” Charlie turned 
pale, while the kindergarten teacher 
turned crimson. 

* * * 


There is no one, I believe, who 
enjoys greater connubial bliss than 
do Mr. and Mrs. William P. Laffin. 
In attempting to learn their particu- 
lar method, I questioned Mrs. Laf- 
fin about it, and here’s what she 
told me: “When we were newly- 
weds, I went to a seventh daughter 
of a seventh daughter for one of 
those love powders, but instead of 
giving me the powder, the mystery 
woman said: ‘Get a raw piece of 
beef, cut flat, about an inch thick. 
Slice an onion in two and rub the 
meat on both sides of it. Put on 
pepper and salt, and toast it on each 
side over a red coal fire. Drop on 
it three lumps of parsley, and get 
him to eat it.” Bill doesn’t know 
anything about this, but the results 
were well worth the trouble. 


* * * 


A certain well-known New Jer- 
sey minister was playing golf the 
other day with a certain well-known 
sheet metal contractor in the person 
of Welling G. Schrack, Camden. 

“Well, what are we playing for?” 
asked Mr. Schrack. 

“Why, it’s rather out of my line 
to put up anything,” replied the 
minister. 

“Well,” Schrack, 


insisted Mr. 


“we ought to play for something, 
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“The essence of humor is sensibility; warm, tender fellow- 
feeling with all forms of existence.’’—Cariyle. 
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so [’ll put up a little hot air out of 
one of my furnace sales talks, while 
you may equal it if you like in any 
way you see fit.” 


* * * 


You all know Arthur Lamneck, 
secretary of the W. E. Lamneck 
Company, Columbus, Ohio, and 
you all know what an impression 
he tries to create about how busy 
he always is. Well, Art is a really 
busy man; in fact, he’s so busy 
these days cleaning the turf off his 





Arthur P. Lamneck on One of His 
Busiest of Busy Days 


golf clubs that he hardly has time 
to see his old friends. The other 
day I was in Columbus, Ohio, and 
I thought I'd drop in on Art just to 
have a friendly chat, but I hap- 
pened to glance out of the hotel 
window real early that morning and 
the accompanying illustration por- 
trays what I saw going down the 
street in the person of one Arthur 
P. Lamneck. I have an idea that 
Art’s office boy had instructions to 
tell all callers that this was his busy 
day. This sure is a dead give away 
for you, Art. 


“The world certainly is a small 
place,” said Harry C. Knisley, 
“Last year, while in Paris, I met 
the man who lives in the next house 
to me. Later I met him in Egypt, 
then I ran across him in Italy, and 
finally I crossed the Atlantic with 
him. Isn’t that peculiar?” 

“Well, why the devil didn’t you 
pay him what you owed him in the 
first place?” chimed in G. E. Rob- 
inson of the A. H. Robinson Com- 
pany. 


ee © 
Find New Use for Jantzen 
Swimming Suits 

An ultra-modern costume for 
“complete immersion” baptismal 
services was discovered at a small 
community church in Portland re- 
cently when one young woman ap- 
peared in a snowy white Jantzen 
swimming suit! 

Only after much persuasion by 
the pastor would she consent to don 
different attire. 

“My Jantzen is a ‘white costume’ 
like you told me to wear,” she com- 
plained. “And it would be a lot 
better than getting my clothes 
wringing wet!” 

* *K * 

Why Roy Walker, you old rascal, 
with all I’ve heard and seen of your 
outstanding abilities, I never knew 
what a good picker you were until 
I had the pleasure of meeting your 
young, pretty better seven-eighths, 
in Peoria this week. 


* -*K * 


This is the happy day when the 
very lucky young man—Harold 
Hill, of Alton, Illinois—claims as 
his bride Helen Beatrice Roland, the 
lovely and talented daughter of Mr. 
and Mrs. Charles W. Roland, Rich- 
mond, Indiana. I want to congrat- 
ulate the young man heartily and 
wish him and his pretty bride the 
greatest of happiness for all time. 
Charlie Roland, as everyone in In- 
diana in warm air heating and sheet 
metal circles knows, is the Roland 
part of Roland & Beach, Richmond. 
Miss Roland is the young lady who 
played the cello so beautifully at the 
Indiana Sheet Metal Contractors’ 
Association banquet last year. 
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Electric Arc Welding—Its Application and 


Future Posstibitities 


Employed for About Same Purposes 
As Is Oxy-Acetylene Blow Torch 


By O. W. 





LECTRIC are welding is car- 

ried on in railroad shops to a 
great advantage, also in factory as- 
sembling in a diversified field of 
activity such as making tanks, gear 
guards and a thousand other appli- 
ances. In addition, in Government 
yards this sort of welding is very 
popular. So a knowledge of elec- 
tric welding and its performance is 
interesting and will prove helpful 
to many. 

Electric Welding Has Place 

of Its Own 

Electric welding can be used in 
most places where oxy-acetylene 
welding is used, and in addition has 
a place all its own. 

In Fig. 46, we compare the gas 
flame and the electric arc flame. 
Here we show how the gas heats 
the external surface of the metal 
until a fusion takes place and so 
spreads the heat. 

In electric arc welding, or the air 
process, when the electrode (the 
welding rod) is touched to the 
work and withdrawn the proper 
distance, an arc is formed which the 
operator maintains by manipulation 
of the electrode holder. The arc 
melts a small pool of metal on the 
surface to be welded, and in weld- 
ing or building up, the additional 
metal, on being melted by the heat 
of the arc, is deposited in this pool 
in a molten state. A firm union be- 
tween the new and old metal is thus 
formed. 

The principal advantage of elec- 
tric arc welding is that the electrical 
energy is transformed with high 
efficiency into heat in a short time. 
The heat is confined to the. im- 
mediate locality of the weld, thus 
materially reducing expansion and 
contraction of the metal. A further 
result of the great concentration of 
heat is to produce a very high tem- 


perature, which is sufficient to fuse. 








immediately the metal to be welded. 
No preheating is necessary with arc 
welding. 

In the majority of arc welding 
work the electrode is simply a metal 
rod, which also furnishes the filler 
metal. The arc is struck between 
the metal electrode and the surface 
to be welded; this instantly fuses 
the electrode into the work, form- 
ing a solid homogenous joint. This 
process is called metallic arc weld- 
ing. Metal can thus be deposited 
on vertical surfaces, and the electric 
arc provides the only means by 
which metal can be successfully de- 
posited overhead. 


In the method known as carbon 
arc welding the electrode consists 
of a carbon or graphite pencil, the 
additional metal required by the 
weld being supplied by a metal 
filler rod which is melted in the arc. 
The carbon arc is also used for cut- 
ting. 

The metallic electrode 
requires a comparatively low energy 
input. The metal deposited is more 
likely to be homogeneous and a 
weld so made has a smoother and 


process 


more regular appearance than one 
made by the carbon electrode. For 
these reasons the metallic electrode 
is very extensively used. 

The carbor electrode method is 
often used fir building up metal, 
plugging hols in castings, weld’ug 
and joining parts where appea .ance 
is not esseniial. Metal can be built 
on by melting from a rod f filling 
material in a novrer  imilar to 
soldering with an iron or welding 
with a gas torch. 

For cutting or melting away ex- 
cess stock, the carbon or graphite 
electrode is used. In cutting, the 
arc is held stationary at a point on 
the work where, when the metal is 
fused, it is free to flow or run off. 
As the molten metal runs_off, the 
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arc is advanced, and in this way the 
cut is made. 

Welds soft enough to be ma- 
chined can be made by either 
method if reasonable care is taken. 
The deposited metal should not be 
chilled, and if the carbon or graph- 
ite electrode is used the arc should 
be long enough to prevent carbon 
being carried into the weld. Other 
causes of hard welds are usually 
poor quality of electrode or filling 
metal. 

The deposited metal is obviously 
cast steel, since it is merely fused in 
place and is not ordinarily subjected 
to any mechanical working after- 
ward. The metal will have the 
coarse crystal structure found in 
unannealed cast steel and likewise 
will have comparatively low values 
for reduction in area and elongation 
when specimens are tested in a 
tensile testing machine. In some 
cases the tensile strength of the 
metal in the weld may be as high as 
55,000 to 60,000 pounds. A safe 
figure is 35,000 pounds where the 
work is done by experienced weld- 
ers. 

Power Supply for Arc 
Welding 

For metallic arc welding the 
usual range of arc current used is 
from 50 to 250 amperes at an arc 
ruitve of approximately 20. For 
some classes of wor’, current 
values as high as 350 amperes can 
be employed. For carbon arc weld- 
ing and cutting the are current may 
be from 2) .. SW or more amperes, 
at a voltage of from 25 to 40. 

The current for the are can, of 
course, be obtained from a circuit of 
commercial voltage, such as 115 or 
230, by the insertion of the neces- 
sary amount of resistance in the 
circuit. This, however, results in a 
large power loss in the rheostat. 


Therefore, it is usual to operate the 
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from special welding genera- 


is necessary that the open cir- 
cuit voltage be somewhat higher 
than the arc voltage to permit the 
arc to be easily struck and to give 
stability to it. For direct-current 
metallic arc welding an open circuit 
voltage of at least 35 volts is ad- 
visable. For carbon welding, a 
slightly higher value is required. 

To reduce the voltage at the arc 
to the desired value, series resist- 
ance may be used, or the generator 
may be designed with characteristics 
such that when the are current 
flows the voltage is automatically 
reduced. With the latter scheme it 
is evident that only one welder can 
be supplied from each generator. 

When the welding circuits are 
operated from a power source or 
generator of approximately con- 
stant voltage, the welding equip- 
ment is termed the constant poten- 
tial type. The usual voltage of gen- 
erators for supplying circuits of 
this character is 60 or 75, which is 
sufficient for both metallic and car- 
bon welding. 

Generators of the self-regulating 
type have an open circuit voltage of 
35 to 60, which is automatically re- 
duced to the required are voltage 
when the arc is formed. 

The following table shows the 
approximate kilowatt input  re- 
quired for various systems based on 
the same current output for all 
types : 
75-volt constant potential. .20.0 kw. 
60-volt constant potential. . 16.0 kw. 
Constant energy motor-gen- 

erator set 

Should any considerable number 
of operators be employed, it will be- 
come at once apparent that the first 
cost of the equipments and the cost 
of wiring, maintenance, etc., should 
be carefully balanced against: the 
efficiency of the various types of 
equipment, and the cost of power. 

Electric Welding Equipment 

About the machinery equipment, 
we will not take up these in detail. 
There are a score or more of elec- 
trical welding manufacturers who 
will gladly send their literature to 
any interested party. In our case 
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we show the General Electric ap- 
paratus at Fig. 47. There are nu- 
merous others as the Westinghouse, 
Wilson, etc., but since we cannot 
demonstrate all types and show the 
General Electric we are also quot- 
ing very liberally from their electric 
arc welding literature. 

These generators are especially 
designed to give in one machine all 
the characteristics demanded by arc 
welding service. An external bal- 
last resistance is not used with these 
generators. Since they are self- 
excited, no direct connected exciter 
nor external source of excitation is 
required, and the voltage charac- 
teristic is such that throughout the 
proper working range of the arc the 
energy delivered is practically con- 
stant for a given current setting. 
The voltage and current follow the 
momentary variations in the arc, 
and consequently the lag between 
change in arc conditions and result- 
ing corrective change in electrical 
conditions is reduced to a minimum. 

The generator is so wound as to 
give a no-load or striking voltage 
for metallic welding, which, when 
the arc is struck, automatically and 
instantly decreases to the voltage 
required by the arc. The normal 
arc voltage is from 18 to 20 for the 
average operator and work. A 
longer arc and higher arc voltage 
are undesirable since poor welds are 
apt to result. 

Skilled 
work are sometimes able to hold a 
very short are with a voltage as low 
as 16, but in ratine the generator 
the value of 20 is used. By means 
of a dial switch on the panel, the 
arc current may be adjusted from a 
maximum of 200 amperes to a 
minimum of 75 in 25-ampere steps. 

The approximate current values 
are plainly marked opposite the dif- 
ferent steps on the dial switch. The 
recommended maximum length of 
welding leads used with this equip- 
ment is 100 feet. The maximum 
current obtainable from these gen- 
erators for graphite or carbon arc 
welding is about 100 amperes. 

Mask or Face Shield 

An electric welding arc emits 

various light rays, some visible and 


operators on smooth 
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some not, from which the eyes 
should be thoroughly protected. 
Painful and more or less serious in- 
jury to the eyes will result from 
carelessness in this respect. No 
chinks or holes in the mask or face 
shield should be permitted, since 
only a brief exposure of the eyes to 
the direct rays of the arc is required 
to bring on painful results. The 
inside of the mask should be colored 
and arranged to prevent reflection 
of from behind. 

The head mask is principally 
used where carbon or graphite elec- 
trode welding is being done. It 
consists of a thin sheet of fiber 
formed to the proper shape and 
provided with an adjustable band 
for supporting it on the operator’s 
head. A glass-covered opening in 
the front of the mask permits the 
wearer to watch the arc. 

The colored protective glass fur- 
nished with the mask and _ face 
shield is manufactured especially 
for arc welding service. It elim- 
inates the harmful rays and gives a 
color which is restful to the eyes. 
It also makes it possible to distin- 
guish the various parts of the arc 
The hot 
metal, slag, arc core and are gases 
are distinctly different in color when 
viewed through this glass. 


by the color difference. 


The colored protective glass is 
sufficiently dense to reduce the light 
intensity to a value not objection- 
able to the eye and at the same time 
the definition of the area immedi- 
ately around the arc is sufficiently 
clear to enable the operator to prop- 
erly follow the work. When col- 
ored glasses are to be used in an 
emergency, in case the special glass 
should be damaged, the best com- 
bination is red and green glass, nev- 
er blue glass. 

The glass is held in the mask so 
that it is impossible for light from 
the arc to pass through joints or 
cracks around the edge of the glass. 
It is easily and quickly removable if 
necessary. While welding, the 
outer surface of the mask or shield 
will be struck by numberless small 
particles of metal which will rough- 
en the glass to such an extent that 
it becomes useless and must be re- 
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placed. A piece of inexpensive 
clear glass is therefore placed on 
the outside of the more expensive 


colored glass to protect the latter. 
The face shield is principally 
used when welding with a metallic 
electrode. It consists of a light 
fiber frame provided with a glass 
window, Fig. 48. The protective 
glass is the same as used in the 
mask. The shield is provided with 
a handle and in use is held in one 
hand while the operator manipu- 
lates the metallic electrode with the 
other. The shield is also used by 
inspectors and others who require 
the protection only for short periods 
and at infrequent intervals. A 
light box frame surrounding the 
window is fitted to the operator’s 
face and prevents light from the 
side or rear reaching the operator’s 
eyes, thus preventing any interfer- 
ence between a number of operators 
due to the light from the several 
arcs. The protective glass of the 
face shield is supported in a fiber 
boxing on the front of the shield 
and is clamped in place by a fiber 
frame held by a turn button. 
Electrode Holders 

The function of the electrode 
holder is to electrically connect the 
electrode to the cable leading to the 
welding equipment. The require- 
ments of this service which are met 
by G-E holders are: 

1. It must securely grip the elec- 
trode so that the welder can operate 
it without play in the mechanism or 
without the electrode becoming 
loose in the holder while being 
used. 

2. The clamping arrangement 
should be such as to facilitate 
changing electrodes. 

3. It should be so constructed 
that the minimum heat reaches the 
operator’s hand. 

4. The weight should be as low 
as possible and the balance such as 
to facilitate manipulation by the 


operator. 

5. The construction should be 
such that the operating parts are 
protected from accidental contact to 
avoid injury by burning or by being 
struck. 

6. The general construction 


should be mechanically strong and 
should insulate the operator from 
the welding circuit. 

Carbon electrodes should be rods 
of hard homogeneous uncored and 
uncoated carbon or graphite. The 
diameter will vary with the current 
to be used. The length depends on 
the particular class of work to be 
done. Long carbons reduce the 
percentage of short ends thrown 
away, but are more liable to break- 
age. The average lengths range 
from 9 to 12 inches. 

For welding iron and steel, the 
metallic electrode should be a high- 
grade of low-carbon steel wire. A 
large number of tests were made by 
the Emergency Fleet Corporation to 
determine the best chemical analy- 
sis of wire for this purpose and the 
wire now made by a number of 
manufacturers meets these require- 
ments. This material can be pur- 
chased either. direct from the mak- 
ers or through jobbers and can be 
obtained either in reels or in short 
lengths, cut and straightened. In 
ordering, “Electric Welding Wire” 
should be specified, since wire for 
acetylene welding is often treated 
in such a way as to render it un- 
suitable for electric welding. 

The electrode wire should be cut 
into pieces convenient for the opera- 
tion. A length of 14 to 18 inches 
is satisfactory since it is about the 
greatest length an operator can 
handle; at the same time it reduces 
the number of times the electrode 
is changed, and consequently the 
wastage. 

The Welding Reactor 

The welding reactor, used with 
a self-excited constant energy weld- 
ing generator, is also required to 
stabilize the arc when using the 
automatic or semi-automatic arc 
welder. This reactor is of the iron 
core type with especially designed 
air gap which will provide a greater 
reactive effect with low values of 
current. This feature is desirable 

since the welding arc is less stable 
when low currents are used and the 
reactor is accordingly of greater 
assistance under these conditions. 

The conductor is liberal in cross- 
section so the heating is low and 


June 4, 1927 





the losses due to voltage drop are 
also minimized. The windings are 
so arranged as to provide ample 
ventilating ducts and the copper, 
being edgewise wound, is exposed 
to the cooling action of the air. 
The insulation, being of mica, will 
withstand considerable overloading 
without material injury. 

The approximate over all dimen- 
sions and net weight of the stabiliz- 
er reactor are as follows: Height, 
15 5/16 in.; width, 135% in.; depth, 
9 in.; net weight, 185 pounds. 

For conveniently joining sections 
of metallic electrode welding cable 
a two-part connector is used, con- 
sisting of a plug and a sleeve por- 
tion. The contact portions of both 
are of brass, but to insure good 
contact the sleeve is surrounded by 
a steel spring compressing it on the 
plug. The current carrying parts 
are surrounded by mica insulation 
over which is pressed a brass sleeve. 
These parts are mechanically held 
together by compression and can- 
not be separated. The brass sleeve 
extends over the current carrying 
parts, protecting them against acci- 
dental contact or mechanical injury 
when handled roughly. The weld- 
ing cable is connected to the plug by 
a solderless joint. A sleeve over 
the cable clamps the cable against 
a taper plug which acts as a wedge 
and securely holds the cable. The 
maximum current carrying capacity 
of this connector is 200 amperes. 


Construction of Welding 
Cables 


On account of the intermittent 
nature of the work, it is possible to 
use smaller cable for the welding 
circuits than is standard for the 
current capacities. In this way, 
there is also a gain in flexibility 
which permits better control of the 
welding arc, by facilitating the 
manipulation of the_ electrode 
holder. 

For metallic electrode welding a 
length of at least fifteen (15) feet 
of extra flexible cable should be 
connected to the electrode holder to 
allow the operator to fully control 
the arc through easy manipulation 
of the holder. For the ground or 
return cable, the standard extra 
flexible apparatus or dytiamo cable 
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insulated with varnished cambric 
for low-voltage circuit and covered 
by double weather-proof braid has 
been found suitable. 

The carbon or graphite electrode 
welding arc is not as unstable as the 
metallic arc and, therefore, the 
manipulation of the electrode is not 
so important. For this reason the 
standard extra flexible dynamo ca- 
ble referred to previously may be 
used for connection to the elec- 
trode holder, as well as for the re- 
turn circuit. 

Miscellaneous Data on 
Welding 

It is difficult to give universally 
applicable figures covering current, 
speed, etc., for electric arc welding, 
due to the effect of conditions under 
which the work is done, the charac- 
ter of the work, and to a very large 
extent the skill of the operator. 
The following figures are based on 
favorable work conditions and a 
skilled operator. However, they are 
approximations only and are given 
merely as a general guide. 

Metallic Electrode Welding 
Light work—25 to 125 amperes. 
Heavy work—up to 250 amperes. 

Correspond- 


Electrode Amperes ing Plate 
diameter Hand Thickness 
in In. Welding in In. 
1/16 25- 50 Upto3/16 
3/32 50- 90 Up to 4 
Vg 80-150 % up 
5/32 125-200 14 up 
3/16 175-225 3% up 


The same size electrode may be 
used with various thicknesses of 
plate. The heavier plate will re- 
quire the use of the heavier cur- 
rents. 

Carbon or Graphite Electrode 
Welding 

The carbon or graphite electrode 
can be used for welding and for 
building up metal in a large num- 
ber of cases where the metal is not 
subjected to high strains or where 
it is under compression only. This 
process can be used to a very large 
extent in rough cutting of plates 
and structures. 

The average current ranges for 
different classes of work are as 
follows : 

Light welding .....50 to 250 amps. 
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Medium welding. .250 to 350 amps. 
Heavy welding and medium 

CUE 6 asccses 400 to 600 amps. 
Very heavy welding and 

heavy cutting. .600 to 1000 amps. 

The maximum values of current 
ordinarily used with carbon elec- 
trodes are as follows: 


Diameter of Maximum 

Electrodes in In. Amperes 
| Se ee ee 100 
er Te 300 
are 500 
 usasnstwawis 1000 


Lower currents than the above 
may be used, but higher values will 
result in undue burning away of 
the electrode. Graphite electrodes 
permit the use of somewhat higher 
current densities but they have less 
mechanical strength. 

For depositing or building up 
metal by means of the carbon arc 
on flat surfaces where the work is 
accessible and all conditions favor- 
able, the following figures may be 
used : 


Current Pounds Cu in. 
Amperes per Hr. per Hr. 
200 1% 5.4 
300 3 10.8 
400 4% 16.2 
500 6 21.6 


For continuous work the above 
figures may be used, but for short 
jobs of ten minutes or less, the time 
may be doubled. 

Welding Iron and Steel 

The welding of wrought iron and 
steel in simple sections presents no 
serious difficulties. Reasonable 
care on the part of the operator in 
preparing and keeping the weld 
clean will, with ordinary skill, re- 
sult successfully. 

The subject of welding may be 
divided into three steps: 

1. Equipment and materials. 

2. Preparation of weld. 

3. Welding. 

Examples for Practice 

About the best way to get your 
hand in on this sort of work is by 
actual practice. Folks who are very 
fortunate can attend a class of in- 
struction on such work. It occa- 
sionally is necessary for the in- 
structor to help guide the hand to 
secure the correct movement. The 
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fusion of the electrodes, Fig. 49, is 
frequently called “sticking,” or 
“freezing.” It is the first difficulty 
encountered and is caused either by 
an excessive welding current or by 
holding the electrodes in contact too 
long before drawing the arc. 

This fusion tendency is always 
present, because the welding opera- 
tion requires a current density high 
enough to melt the wire electrode 
at the are terminal. Under such 
conditions it is natural for the weld- 
er to seek to pull the movable elec- 
trode from the plate. If he suc- 
ceeds in separating the electrode, 
the momentum required, unless he 
is very skillful, is sufficient to carry 
the electrode beyond the staple arc 
length. After experimenting in 
this way for some time it will be 
easier to control the hand, knowing 
just when to draw the arc and how 
far to go to retain a fusion of the 
molten. 

Possibly the first exercise should 
consist in forming a series of de- 
to know 





posits on a solid plate 
just where and how to control the 
electrode’s movement. Next it is 
well to make a seam as at C of Fig. 
50. When you are fairly skilled 
at this, you can try to weld a row 
of deposits in different directions 
This practice should be 
until you develop the 


as at D. 
continued 
ability to form a series of straight, 
smooth-surface layers. After this 
block out other geometrical shapes 
as circles, figures, initials and cer- 
tain diagrams to enable acquiring 
an easy yet positive movement in 
your work. 

Where edges are welded as at E 
of comparatively thin metal of be- 
tween 1/16 and % inch thick a slab 
of carbon or copper is placed under 
the seam. This aids in making a 
smooth weld on the bottom. But 
where longitudinal seams are weld- 
ed, it is best to place the sheets at 
an angle as at F. An open space 
of about % inch is left so the arc 
process will fuse the metal in the 
bottom of the V groove. To this 
we add .015 inch to every inch of 
length. Thus if our sheet was 100 
inches long, the angle at the end 
would open 


100 * .015 = 1.5 inch. 
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To this we add the original % 
inch which gives us 154 inch space 
that must be provided. 

Before welders are placed on any 
responsible work, they are required 
to have at least six months of va- 


ried experiences. Such secondary 


work can take on the making of 
gear guards, Fig. 51, or the welding 
of tanks of various kinds. 


Such 
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metal varies from 1/16 inch to 4 
inch or so that must be welded, and 
by becoming skilled at the thinner 
metals ; it is easier to weld the heav- 
ier metals. 

Tanks as at Fig. 52 and all oth- 
ers of cylindrical design are rela- 
tively easy to weld. Circumferen- 
tial seams whether butt or lap or 
end plates join the cylinder are 


How to Obtain Maximum Strength un 


Copper Welds 
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much easier to assemble than flat 
sheets. Here, in general the edges 
are tacked or spot welded in places 
and that holds the work in position 
for securing the seams. The elec- 
tric arc process is relatively easy to 
handle since in nearly all large in- 
dustrial plants especially specialty 
factories, women do a large part of 
this work. 





Article Based Upon Recent Investiga- 


O OBTAIN maximum strength 
in welding copper, start with 
copper that has been completely 
deoxidized and also use deoxidized 
welding rod. This summarizes the 
results of a recent investigation by 
the Union Carbide and Carbon Re- 
search Laboratories in which it was 
shown that the trace of cuprous 
oxide present in ordinary commer- 
cial copper effectually prevents the 
formation of a high strength weld. 

The mechanism of this interfer- 
ence was found to be as follows: 
When copper is cast into the slabs 
or bars from which the commercial 
products are made, it contains from 
0.01 to 0.08 per cent of oxygen in 
the form of cuprous oxide. As the 
metal solidifies, this cuprous oxide 
separates in tiny particles at the 
boundaries of the crystalline grains 
of copper, and is then a source of 
weakness. 

During rolling, however, the or- 
iginal crystalline grains of pure 
copper are broken up and squeezed 
flat. Subsequent annealing heats 
cause new grains to form and these 
bear no relationship to the old ones 
or to the position of the oxide. 
Hence, in well-made sheet and bars, 
the metal is strong, tough and duc- 
tile because oxide is within the 
grains, and a break occurs through 
the tiny crystals, as it should, rather 
than along the surfaces of the 


grains making up the pieces, as it 
should not. 
When a weld is made, this action 








tions on Obtaining High Strength Welds 


is reversed in a narrow zone of the 
base metai on either side of the weld 
and adjacent to but not mixed with 
the weld metal that is actually 
melted. In recrystallizing upon cool- 
ing, the cuprous oxide here separ- 
ates at the grain boundaries. There 





Diameter of 
_ in. 


Material 
Commercial copper ........... 
Deoxidized copper .. ......... 5% 








All welds were made with deox- 
idized welding rod. 

In another test, welded cylinders 
of commercial copper and of deox- 
idized copper were subjected to 
hydrostatic test with the following 
results : 


Hydrostatic pressure Fibre Stress 


at failure at the fracture 

Ib. per sq. in. lb. per sq. in. 
1,200 22,700 
1,200 27,500 





is thus a narrow zone in the base 
metal adjacent to the weld which is 
weaker than the rest of the base 
metal because the oxide specks are 
at the grain boundaries instead of 
distributed through the grains. This 
explains why even the use of de- 
oxidized welding rods and the most 
careful workmanship fail to pro- 
duce high-strength welds in com- 
mercial copper. The trouble lies in 
the copper itself. 

When copper that has been com- 
pletely deoxidized is substituted for 
commercial copper, a remarkable in- 
crease in the strength of welds re- 
sults as shown in the following 
table, which represents the average 
of a number of welds in each type 
of plate: 

Ult. Strength Elongation 


lb. per sq. in2in. per 
in. cent 

Welds in com- 

mercial cop- 

per plate.... 15,520 8.1 
Welds in de- 

oxidixed cop- 

per plate.... 26,280 23.0 


Original deox- 
idized plate. . 


32,000 


From these data, the advisability 
of using deoxidized copper where 
strength is desired is evident. While 
deoxidized copper is not a standard 
product at present, the leading man- 
ufacturers of copper are ready to 
make it on orders for mill lots, 
which should specify “Copper for 
welding ; completely deoxidized with 
silicon.” 





~ Cuprous oxide in the ordi- 
nary commercial copper effec- 
tually prevents the formation 
of a high-strength weld with 
this metal. Therefore, in order 
to get a high-strength weld it is 
necessary completely to deox- 
idize the copper before at- 
tempting to make the weld. The 
process of deoxidizing the 
copper is described in the ac 
companing article. The article 
is based upon recent investiga- 
tions made by the Union Car 
bide and Carbon Research 
Laboratories. 
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Sheet Steel Trade Extension to Enter 


Extended Program of Sales and Promotion’ 


Several Additional Mills Have Pledged Support of Com- 
mittee—Membership Now 72 Per Cent of Total Tonnage 


HE basic outlines of the organ- 

ization, “Sheet Steel Trade Ex- 
tension Committee,” have been well 
presented to you on several occa- 
sions in the past and particularly by 
our secretary, C. L. Patterson, at 
the last meeting of this organization, 
held in Atlantic City. 

You will recall that he told you 
this trade extension work was start- 
ed three years ago, with no estab- 
lished precedents to hinder us nor to 
guide us aright. Neither did we 
have a personnel experienced in 
trade extension work. So we were 
compelled to proceed cautiously, 
building upon a solid foundation, 
not only for the present, but also 
for the future. Today, after three 
years of practical work along well- 
charted courses, we know we are 
accomplishing those definite objects 
we had in view. 


We have kept posted upon similar 
campaigns of other organizations 
and are firm in our belief that in- 
dusiry is realizing today, more than 
ever before, that it is better to work 
together for the development of that 
industry as a whole than separately 
for the destruction of the component 
parts of that particular industry. 
Public Must Be Educated to Demand 

Sheet Steel 

The public has no concern about 
sheet steel as a substance, such as a 
galvanized sheet or a full finished 
sheet. It means nothing to them. 
Transform that sheet into roofing 
for a barn or the body, hood or 
fender for an automobile, and it 
takes on a new meaning. Translate 
this change from a basic product to 


*\ddress by Harry S. Rogers, Di- 
rector of Sales and Promotion of the 
Sheet Steel Trade Extension Commit- 
tee, delivered before the delegates to the 
Metal Branch meeting of the National 
Hardware Association of the United 
States held in Cleveland, Ohio, May 5 
and 6, 1927. 


By Harry S. RoGers 


one of utility or service, and you 
liave worked wonders. This is the 
underlying thought that governs our 
appeal to the public, the appeal of 
strength, safety, beauty and econ- 
omy of the finished sheet steel 
products, so that the consuming pub- 
lic, as the final arbitrators of our 
campaign, endorse and approve it 
by a wholesome acceptance and use 
of these products as offered to them. 

The Sheet Steel Trade Extension 
Committee, as a clearing house for 
the sheet steel industry, and as the 
collective codperattve business activ- 
ity for this industry will soon come 
to the end of its first 
period. 

As a matter of fact, on July 1, 
1927, it will enter upon the second 
contract period of its trade exten- 
sion campaign. Naturally enough, 
we look back upon the experience 
gained in those three years with a 
critical eye and translate the find- 
ings in terms of the future. 

The most important 
consideration is the fact that not 
only will this trade extension work 


contract 


factor for 


be supported financially and other- 
wise by our present 
members, who now represent about 


contributing 


72 per cent of the total tonnage ca- 
pacity of sheet mills—but it will 
have the hearty support of several 
other well-known sheet steel manu- 
facturers, whose names we shall 
announce in due time, and whose 
tonnage capacity will then represent 
over 94 per cent of the total ton- 
nage capacity of the entire United 
States. 

Statistics Show Greatly Increased 

Consumption of Stee! 


There has been distributed to each 


of you gentlemen present a copy of 
a chart which is entitled “Relation 
of Shipments of Sheet Steel to 
Total Capacity, years 1922 to 1926 


inclusive.” The figures herein con- 


tained are based upon the present 
28 contributing members of the in- 
dependent manufacturers. Your at- 
tention is directed to several out- 
standing facts, namely : 


1. The hot mills have increased 
from 659 in 1922 to 728 in 1926, 
or 1054 per cent. 

The rated capacity has in- 
creased from 4,560 thousand 
tons in 1922 to 5,325 thousand 
tons in 1926, or 17 per cent. 

In 1922 the shipments were 
only 73 per cent of the total 
capacity, which means that 27 
per cent of the productive ca- 
pacity was in excess of the cus- 
tomer demand. This excess 
capacity is shown by the upper 
black portion of each rectangu- 
lar column. 

In 1926 the shipments were 88 
per cent of the total capacity, 
which leaves only 12 per cent 
of excess capacity. 

The shipments of sheet steel in 
1925 nearly equaled the total 
mill capacity in 1922, while the 
shipments alone for 1926 ex- 
ceeded the capacity in 1922. 
While the mill capacity in- 
creased 17 per cent in this 5- 
year period, the shipments of 
sheet steel increased 42 per 
cent for the same time period. 


These facts can be interpreted as 
two important thoughts, namely: 
First, the shipments of sheet steel, 
which necessarily mean the public 
consumption of sheet steel products, 
is the largest in the history of the 
sheet steel industry ; and, secondly, 
the excess over the productive ca- 
pacity is the lowest in any normal 
period of the industry. These fg- 
ures are again confirmed by our 
“Barometer of Action,” which shows 
that the shipments of sheet steel for 
March, 1927, 


any one month in the sheet mill his- 


were the largest for 


tory—being 311,666 tons. 
Gentlemen, with these figures and 
facts in mind, we can well consider 
our subject, which has been stated 
“Our Revised Plan of Action,” in 
the more appropriate terms of “Our 
Expanded Plan of Action.” We laid 
a firm foundation in the start of the 
campaign. We have nothing to re- 
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vise in the true sense of the word 
revise, which means “to examine 
for correction.” We are much con- 
cerned, however, with the expanded 
plan, which means “to increase in 
size.” We need to increase even 
greater the tonnage shipments of 
sheet steel and need to reduce to a 
much smaller figure the excess over 
the productive mill capacity. 

The graphical chart of the month- 
ly tonnage production of sheet steel 
many peaks and_ valleys, 
which mean a fluctuating or par- 
tially unsteady demand. The auto- 
motive industry alone takes about 


shows 
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help stabilize the price market 
thereby, so that you gentlemen, mer- 
chants of the sheet steel products, 
have a more stable investment with 
which to deal. 
Revising Municipal Building Codes an 
Important Work 

This expansion or development of 
our plans, as noted on the organiza- 
tion chart herewith, is divided into 
five major divisions, each more or 
less interlocking, namely: first, Ac- 
counting and Office Management ; 
second, Building Trades Extension ; 
third, Advertising and Publicity; 
fourth, Research and Development ; 


SHeeyT STeet. 
TRADE EXTENSION COMMITTEE 


OLIVER BUILDING 


PITTSBURGH. PENNSYLVANIA 


RELATION OP — OF SHES? STEEL 


Total No, 
Tot Mille 


Capacity in 
thousand tons 


Shipmente in 
thousand tons 


% to capacity 














TOTAL CaPacITY 


Years 1922 to 1926, inclusive 


oS 











Year 1922 


35 per cent of the total tonnage 
production, so you can readily ap- 
preciate the situation that happens 
as a result of fluctuations in this 
industry alone. When the automo- 
tive industry uses a large tonnage, 
the mills produce at a high rate and 
the prices remain fairly well up 
Let the automotive demands slacken 
and there is immediately lower pro- 
duction, with a very unstable price 
market. 

Hence it is another important 
function of the Sheet Steel Trade 
Extension Committee to seek new 
and more stable markets to help 
level off the peaks, fill up the val- 
leys of tonnage production and to 
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and fifth, Sales and Promotion. 
The Building Trades Extension 
has heen increasing its momentum 
in the very important fields of its 
activities. The building codes of 
many important cities of the United 
States need revision badly, some not 
having had any revision for 15 or 
2) years or longer. These revisions 
are needed for other products as 
well as sheet steel. In many cases 
the position of certain products has 
been entirely too favorable, because 
not enough was known of them at 
that time or of undue political influ- 
ence or for many other reasons; 
still other products have been dis- 
criminated against for any one or 
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more of the same reasons. 

Of these two, sheet steel prod- 
ucts are in the latter situation— 
that of having the unfavorable po- 
sition, even to the extent of com- 
plete elimination. That this condi- 
tion is unfair to the sheet steel in- 
dustry needs no further comment 
except possibly the remark, “try to 
get it changed.” 

In many cases the cities’ authori- 
ties have invited and welcomed the 
recommendation of this department 
in the revision of their codes, and 
have thanked this office in hearty 
terms of approval for the fair, un- 


Increase in capacity 
1926 over 1922 - 17%, 


Increase in shipne ta, 
1926 over 1922 - 42%, 
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biased and thoroughly authoritative 
presentation of our ideas in the use 
of sheet metal products in building 
construction work. 

Similarly this division is called 
upon for the creation of designs, 
plans and specifications of different 
parts of sheet metal work for build- 
ings, one of the most important of 
which has been the fabrication and 
setting of sheet steel cornices. This 
text has been accepted by the archi- 
tectural profession as an authority 
for them in their design and speci- 
fication work. 

Fire Tests on Uttice Furniture and 

Garages Stimulates Consumption 

Not the least important by any 




















June 4, 1927 


means for an enlarged use of sheet 
steel has been the authoritative fire 
tests conducted on sheet steel office 
furniture and sheet steel garages 
under the supervision of the Bureau 
of Standards, Department of Com- 
merce, Washington, D. C. The 
findings of these tests by such an 
important and impartial body have 
had and will have an important in- 
fluence on the fire codes and build- 
ing restrictions in all cities. 

In addition, these tests have laid 
the foundation for other very im- 
portant tests to be held later. The 
fire retardant properties of sheet 
steel are of vital interest to all 
property owners as demonstrated in 
one instance where the owner 
through the efforts of this division, 
working in cooperation with the 
Mutual Fire Insurance Companies 
for the purpose of securing prefer- 
ential rates on insurance for fire- 
proof structures, was able to get a 
300 per cent reduction on the con- 
tents of a steel building as com- 
pared with a wood building. Like- 
wise fireproof structures of sheet 
steel have a very important place on 
farms, where there is no adequate 
protection such as is afforded by the 
city fire departments. 

The Building Trades Extension, 
being members of and codperating 
with the National Farm Fire Pro- 
tection Association, has just re- 
cently completed a report which, we 
have every reason to believe, will be 
adopted by the National Farm Fire 
Protection Association, recommend- 
ing the use of steel roofing, steel sid- 
ing and other steel buildings for 
farm purposes to reduce to the min- 
imum the greatest hazards to farm 
buildings, namely, fire and lightning. 

The agricultural colleges through- 
out the United States, together with 
the 5,000 or more county agents, 
are potential powers for any indus- 
try when the proper and correct in- 
formation is supplied to them, and 
they in turn disseminate this in- 
formation to the countless thousands 
of influential farmers who look to 
the colleges and agents for help as 
authorities on all farm operations. 


Thus you can see the importance 
of a very close codperation between 
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our Building Trades Extension and 
these colleges, with whom we have 
recently established working rela- 
tions. We are with 
these agricultural colleges in the 
distribution of 


cooperating 


preparation and 
plans, specifications and suggestions 
for practical construction of roof- 
ing, barns, brooder, houses, gran- 
aries, silos, implement sheds, and so 
forth. Our opportunity for promot- 
ing the proper use of sheet steel 
products and buildings on the farm 
is greater today than ever before 
and the farmers welcome it most 
heartily. 
Points Out Valuable Investigating 
Work of Committee 

Occasionally some of these agri- 
cultural colleges, as well as other so- 
called or self-appointed authorities 
on sheet steel, go astray in their 
recommendations. For instance, an 
article recently appeared in a_ St. 
Louis, Missouri, newspaper advising 
farmers how to construct chicken 
brooder houses, in which there were 
definite instructions, “never to use 
‘Galvanized Tin’ for the roofing of 
a brooder house.” 

We of the Sheet Steel Trade Ex- 
tension Committee had every reason 
to believe that the writer had as 
little authority for his conclusions 
and recommendations as he had 
knowledge of the material he con- 
demned, for there is no such ma- 
terial as “galvanized tin.” We in- 
vestigated the case and found this 
article was written by an instructor 
in the Missouri State Agricultural 
College, who did not have a correct 
foundation for the assertion. 

Hence you can see the urgent ne- 
cessity of this office to investigate 
such defamatory statements, either 
printed or otherwise, the alleged 
authority for such statements and 
the need of the industry to educate 
such half-informed theorists who 
disseminate such unworthy informa- 
tion, condemning a material of 
which they do not know even its 
correct name, much less its proper- 
ties, and to endeavor to revise their 
opinions for future utterance. 

During the present contract period 
our advertising and publicity work 
have been entirely created and di- 
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rected by an advertising agency, 
working as an operating department 
in conjunction with the central office 
by more or less remote control. 

Our new plan provides icr the 
establishment within the organiza- 
tion in the Pittsburgh offices of the 
Advertising and Publicity Depart- 
ment, which will be under a capable 
and experienced director. We be- 
lieve he will promote and direct a 
more forceful national advertising 
policy than heretofore attempted. 

Committee to Inaugurate Direct 

Mail Campaign 

Another undertaking by this de- 
partment will be a direct mail cam- 
paign, which will appeal to the sheet 
metal contractor, the architect and 
the agricultural colleges and agents, 
a total of some 28,000 names which 
we have in our mailing lists in the 
Pittsburgh office. Also this depart- 
ment plans to develop and conduct, 
with the codperation of certain man- 
ufacturers, a direct mail campaign 
for household products in sheet 
steel, such as not heretofore at- 
tempted. » 

The necessity for this undertak- 
ing is well illustrated in a case that 
came to our attention only this week. 
In the fall of 1925 a prospective 
purchaser of sheet steel furniture 
read one of our advertisements and 
wrote us to inquire where he could 
purchase same in Arizona. We im- 
mediately communicated with five 
manufacturers. 

Now, after a lapse of 2% years, 
this same inquirer writes us as per 
the following extract: “Our furni- 
ture dealer is trying to discourage 
me about metal furniture, as he 
claims it is so dead and lifeless and 
cold, but when I went to Phoenix, 
Arizona, at the Jefferson Hotel 
where I stayed, they have all metal 
furniture and I like it very much.” 

Our office, through the combined 
efforts of the advertising and pub- 
licity departments, together with the 
sales and promotion department, will 
endeavor to close the gap that seems 
to exist between the manufacturer 
of household products and the pros- 
pective purchaser, so that the sales 
resistance, as noted in the above 
quoted letter on the part of the fur- 
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HYRO 


UNIVERSAL 


HOLLOW BENCH 
MANDREL 


PATENTED DEC. 15, 1925 
No. 1,566,125 


A UNIVERSAL MANDREL FOR 
DOUBLE SEAMING ON CURVES AND SQUARE WORK 


Adjustable Head that can be easily and quickly set to accommodate 
any form of double seaming, riveting, etc., in duct work. 


It remained for “HY RO” to bring out the only real Universal Hollow Bench 
Mandrel tht gives the sheet metal worker one rigid tool in which he can 


easily and neatly double seam practically every conceivable shape in duct 
work. This mandrel is so made that one end can be used in 

the same manner as the old conventional hollow bench man- 

drel. The other end has an adjustable head or anvil. This a Your a ~ ae 
anvil is adjustable to any position required. On the opposite annot supply rou, 

page are shown a few of the many shapes that can be easily Ask Us! 

and neatly double seamed on this Tool. 


HYRO MANUFACTURING CO., Inc. 
352-362 West 13th Street New York, N. Y. 


















































A few of the many positions in which the head can be arranged. 
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Some of the many shapes double seamed on the HYRO Universal Bench Mandrel. 
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niture dealer, will be broken down, 
making it more favorable to pur- 
chase the desired sheet steel prod- 
ucts. The same effort will be 
extended to all other lines of sheet 
steel products in whatever field they 
exist. 

A similar case of sales resistance 
on the part of furniture dealers 
came to our attention, which upon 
investigation developed that a steel 
cabinet was sold for $37.00 to the 
deaier, while the price for the very 
same cabinet was quoted to the cus- 
tomer for $173.00, or at an advance 
of over 465 per cent. Such unjust 
demands on the part of the dealer, 
whether it be that all prospective 
customers are gullible or whatever 
the cause, does not help the sale of 
sheet steel products. 


It, therefore, becomes a part of 
the activity of this office, namely, 
The Sheet Steel Trade Extension 
Committee, as a clearing house for 
the sheet steel industry to render 
every help possible for a more fa- 
vorable market condition for all 
concerned; namely, the fabricator, 
the jobber, the dealer and the pur- 
chaser. 


Our advertising in the past has 
been confined almost exclusively to 
national publications, with little or 
no attention paid to other forms of 
publicity, such as trade papers, tech- 
nical magazines, newspapers, special 
mediums or booklets. The expanded 
program calls for a completely 
rounded out development of all of 
these channels, so as to give to the 
consuming public a more favorable 
impression and knowledge of this 
most useful material, sheet steel. 


Much could be said about another 
department that comes under this 
expanded plan; namely, the Re- 
search and Development Depart- 
ment, but time prevents any detailed 
account of its proposed activities 
here. Suffice it to say that sheet 
steel as a product is not without its 
shortcomings for universal accept- 
ability and that a comprehensive 
study of these problems from a 
technical standpoint, free from the 
existing limitations of any one pro- 
ducer or manufacturer, surely 
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would do the whole industry a world 
of good. 
Sales and Promotion Department 
Preparing Book on Steel Roofing 
The Sales and Promotion or fifth 
department will represent a general 
grouping of the miscellaneous activ- 
ities of the committee not coming 
under the other particular divisions, 
yet having an important part in the 
dissemination of information and in 
the bringing of various groups into 
closer contact for a better under- 
standing of the industry, its prob- 
lems, its products and their uses. 
The Sales and Promotion depart- 
ment, working closely with the 
Building Trades Extension, is now 
preparing a book or manual on 
sheet steel roofing and roofing prod- 
ucts which will be the first of its 
kind as an authority for roofing 
products. The present reference 
books as supplied by the various 
manufacturers of roofing products 
are truly what their description im- 
plies; namely, catalogues, leaving 
much to be desired that is not shown 
or contained therein. 


The book in preparation can be 
used to very good advantage, not 
only by the sheet metal contractor, 
but to an even greater advantage by 
the consumer who wants to buy his 
roofing material and apply it him- 
self. It will describe the different 
kinds of roofing, show the advan- 
tages of each type, the detail 
methods of measuring the roofing, 
estimating the amount of material 
needed, types of seams and fasten- 
ings, scaffolding and tools needed, 
and the best paint available to pro- 
mote long service. 

An educational booklet is being 
prepared for use in Manual Train- 
ing and Vocational Schools, for the 
purpose of creating in the minds of 
the present school generation, who 
in a few years will be our business 
citizens, a consciousness of the 
strength, safety, beauty and perma- 
nence of sheet steel. 


Will Sell Sheet Steel Products on 
Service Value 


In general, our efforts in the past 
three years have been organized 
from the standpoint of the sheet 
steel industry as a whole to create a 
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knowledge of and a demand for 
sheet steel products on the part of 
the consuming public. 


Our next efforts will not only 
continue those already established, 
but go much further in the field of 
actually selling sheet steel products 
to the public on their service value 
and to extend to the fabricating 
manufacturers and dealers a prefer- 
ential treatment at our hands. 

This, of course, means that these 
manufacturers and dealers must. 
exert some effort towards self help- 
fulness by continued or increased 
patronage. In other words, all fac- 
tors from the sheet manufacturer to 
the least merchant must now begin 
to “cash in,” as is tritely said, on 
the trade extension work already 
done. 

In conclusion, gentlemen of this 
Metal Branch of the National Hard- 
ware Association of the United 
States, be assured that our office, 
supported by the sheet steel manu- 
facturers, is your office in all prob- 
lems that pertain to the trade ex- 
tension of those sheet steel products 
that will engender to all within its 
bounds a more profitable business. 





Wanted, One 
Hundred Young 
Men of Brains 

Only a few years ago it was 
thought essential that a young man 
who wanted to “learn the business” 
must begin at the very bottom and 
work up, don a pair of overalls, 
and do all kinds of things. The 
present method, especially for a 
going concern that employs a num- 
ber of people, is to give the young 
man a very thorough education, 
sending him to take special courses 
that will better fit him for the work 
ahead, developing his ability as an 
executive and in the broader lines 
of business. What time he loses in 
this way, as contrasted to the great 
strides he will make after he once 
begins to get the “hang” of affairs, 
is becoming more and more in favor 
of the “trained” young man. 

One great thing it will teach him, 
in college or in a “tech,” is concen- 
tration—to finish a job when he © 
once starts it. ; 


























The most rigid miter ever made. De- 
signed in two pieces which are joined 
together by a lock seam. The Barnes 
clip—an exclusive feature,is rigidly se- 
cured where the beaded edges meet. 
Accurate right angleand adequate bead 
insure easy assembly on the job. 


Use Barnes Products to Build Better Business. Our 
Sales Manual Tells How. Write for Free Copy 


BARNES ZINC PRODUCTS COMPANY 
900 Blackhawk Street Chicago, Illinois 


MANUFACTURERS OF CONDUCTOR PIPE, ELBOWS, 
EAVES TROUGH, FITTINGS. ALL SIZES, ALL METALS. 
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a guarantee 


Among sheet metal men, 
the name “Lupton” on an 
elbow has meant quality for 
many years. Lupton Elbows 
have always met the most 
exacting requirements. 


As a guarantee of perfect 
and uniform fit, good heavy 
materials, and clean galva- 
nizing, be sure you find that 
name “Lupton” on the next 
elbows you use. 


Specify them to your jobber 
DAVID LUPTON’S SONS CO. 


ALLEGHENY AVE. & TULIP 8T., PHILADELPHIA 
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46 


International Has New 
Booklet Describing Uses 
for Heavy Duty Heater 


The International Heater Com- 
pany, 101 Park Avenue, Utica, New 
York, has recently issued an at- 
tractive booklet entitled “Healthful 
Warmth,” which describes in con- 
siderable detail the International 
Heavy Duty Warm Air Heater— 
for schools, halls, churches, apart- 
ments and other large buildings. 

In the center of this booklet, as 
a guide to good installation for the 
furnace installer, the furnace instal- 
lation in the Union Free School, 
East Frankfort, New York, is de- 
scribed. The first and second floors 
and the basement and layouts are 
given. In a fourth plan the details 
of the furnace and ducts are given, 
making the entire layout a compre- 
hensive and instructive piece of 
work from which every warm air 
furnace installer can add materially 
to his fund of knowledge on the 
heating of the larger type of build- 
ing. 

Exterior views of the Union Free 
School are also given, and amoung 
these of particular interest is the 
view of the cold air installation in 
the basement, showing the type of 
cold air shoe employed, and also the 
manner of producing easy return 
of the air to the furnace. 

The heavy duty furnace installa- 
tion is a branch of the warm air 
heating industry that is compara- 
tively new. It has problems not 
encountered in the ordinary run of 
residence warm air heating. There- 
fore this little booklet should be of 
particular interest to all furnace in- 
stallers who are desirous of extend- 
ing their businesses so as to include 
this phase of warm air heating also. 


Chas. F. Hauck & Co. 
Creates Business in 
Cistern Water Filters 


Charles F. Hauck & Company, 
59 West Main Street, Springfield, 
Ohio, is noted for the progressive 
methods that he employs in the con- 
duct of his hardware and sheet 
metal business. 

For instance, in a recent issue of 
Hauck’s Messenger, a little house 
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organ of the store which is circu- 
lated among customers, the follow- 
ing item designed to create business 
in water filters appeared: 

“Black rain water! Isn’t it try- 
ing? But we have planned a way 
out of such difficulty. We can rent 
you a vacuum cistern cleaner for 
only a dollar a day. Clean this cis- 
tern without the inconvenience of 
emptying it! Then have our shop 
install rain water filters on the house 
to filter the dirt out of water before 
it gets to the cistern. 

“Mr. R. H. Desormoux had us 
do this on his property at 1004 N. 
Fountain Avenue, and his tenants 
are delighted.” 

Here’s another one couched in 
the same vein: 

“Henry Lucksinger’s Restaurant 
at 2043 Lagonda Avenue is kept in 
most attractive and appetizing style. 
That is why we were called when 
the top of his steam table wore. We 
replaced if with Monel Metal. The 
metal that is the same clear through 
and does not scour off.” 





Gas Stoves Operated by Gas Drums 


From Joseph Vinatieri and Company, 
Yankton, South Dakota. 


Please advise us who manufac- 
tures gas stoves that operate off of 
a gas drum, also who puts out gas 
in drums. 

Ans.—Carbide and Carbon Chem- 
ical Corporation, 122 South Michi- 
gan Boulevard, Chicago, Illinois. 

Cement Gun 
From _  Schlemmer-Schlemmer, 213 

South Buffalo Street, Warsaw, Indi- 

ana. 

Where can we buy a gun which 
is used to shoot plastic cement into 
cracks, joints and crevices? 

Ans.—Stevens Pneumatic Ma- 
chine Company, 213 South Buffalo 
Street, Chicago, Illinois. 

8x16 Grey Asbestos Shingle 
From George Bishoff, Vine Street, 

Marinette, Wisconsin. 

Please advise who makes a grey 
8x16 asbestos shingle. 

Ans.—Johns-Manville, Incorpo- 
rated, 1737 South Michigan Ave- 
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nue, and Asbestos Shingle Slate 
and Sheathing Company, 319 North 
Wells Street, both of Chicago, Illi- 
nois. 








National Association of Credit Men, 
Louisville, Kentucky, June 6 to 10, 
1927. F. S. Hubbell, Manager Public 
Relations Department, 1 Park Ave- 
nue, New York City. 

Mississippi Retail Hardware and Im- 
plement Association Convention and Ex- 
hibition, headquarters, White House, 
Biloxi, June 13, 14, 15, 1927. Buy Nason, 
Secretary, Columbus. 

National Retail Hardware Association 
Congress, Mackinac Island, Michigan, 
June, 1927. H. P. Sheets, Secretary 
Treasurer, 130 East Washington Street, 
{ndianapolis, Indiana. 

Missouri Sheet Metal Contractors’ 
Association at Sedalia, Missouri, July 
12 and 13, 1927. Ben Kolbenschlag, 3618 
North Grand Street, St. Louis, Secre- 
tary. 








Retail Hardware Doings 




















Arkansas 

The I. P. Rudolph Hardware Com- 
pany, Little Rock, have moved to the 
building formerly occupied by the 
Powell and Pittman Hardware Com- 
pany on Main Street. 

Illinois 

The stock of the Hawkins hardware 
store, Seaton, was completely de- 
stroyed by fire. 

Indiana 

Ralph McCampbell of French Lick 
has taken over the R. V. Claxton 
Hardware store. 

Kansas 

O. W. Beach has purchased an in- 
terest in the. Wilson Hardware Store, 
Garnet. The new firm name will be 
Wilson-Beach Hardware Company. 

Minnesota 

A. R. Clark, Carlton, has purchased 

the Olson Hardware Store. 
Missouri 

The Armstrong’ Brothers have 
opened a new hardware store in the 
Marshall Building on East Third 
Street, Lee’s Summit. 

W. E. Hitch has purchased the in- 
terest of H. D. Ficklin in the Hitch- 
Ficklin Hardware Company, Van- 
dalia. 

North Dakota 

A new building is being erected for 
the business of the Bowbells Hard- 
ware Company, Bowbells. 

L. E. Knutson, Hannah, has put- 
chased the hardware business of A. 
W. Cavers. 
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An Industrious 
Partner 


With 22 years of experi- 
ence to guarantee quality 
and with 31 plants and 101 
warehouses to guarantee 
supply, Prest-O-Lite dis- 
solved acetylene is an ideal 
partner in your business. 


THE Prest-O-LITE COMPANY, INc. 
Unit of Union Carbide and Carbon Corporation 
General Offices: Carbide and Carbon Building 
30 East 42d St., New York 
31 Plants—101 Warehouses 





DISSOLVED ACETYLENE 


When writing mention AMERICAN ARTISAN—Thank you! 
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What Is Basis for Customers Right 
to Return Goods? 


Trial Jury of Store Executives to Determine Who Shall 
and Who Shall Not Return Goods Good Practice 


NE of the questions that are 

now receiving more attention 
than formerly from executives of 
retail shops and stores is the very 
important one of whether the mer- 
chandising policy of the customer’s 
always being right is not about 
ready for the discard. There is no 
question that this policy has been 
the foundation for more than one 
success among retail projects, but 
it is said by men who know to be 
no less a question whether the lia- 
bilities incurred through its contin- 
uance are not greater than the 
assets. 

If a Store Is Not Trusted, Is 

It Respected? 

One of the basic reasons for pro- 
posing to tighten up a little more 
on the claims and contentions of 
customers was said by an authority 
on retail trade matters lie in the fact 
that it is human nature to lack re- 
spect for anyone who, in a slang 
phrase, is “easy.” 
it was said, applies to retail shops 
and stores, and the point has been 
made that the customer, once hav- 
ing been permitted to be unfair by 
the executives’ adherence to the 
customer-is-always-right policy, no 
longer respects the establishment. 
Carrying the idea further, the con- 
tention was advanced that, the same 
as with an individual, if a store is 
not respected it is not trusted. If 
it is not trusted it is more or less 
obvious that no store will get the 
patronage it has every right to ex- 
pect. 

“The customers themselves, es- 
pecially women, are not wholly in 
sympathy with a too liberal mer- 
chandising policy,” continued the 
authority in question. “Nearly 
every woman is willing to see rules 
broken and exceptions made in her 
own particular case, but most 
women are unwilling to have the 
exceptions made general. To illus- 
trate the point, most women, partic- 


The same thing, © 


ularly women of refinement, do not 
like to think that an article they 
have bought has been previously 
purchased and delivered to another 
woman, used by her and then re- 
turned to the store for resale. 
There is something unsatisfactory 
about it, quite apart from any ques- 
tion of sanitation. The average 
woman is by far too individualistic 
to want to share anything of a more 
or less personal nature with any 
other woman. 

More Arguments for Non-Return 

“The mere suspicion, therefore, 
that an article she has purchased is 
not strictly hers, that is, that some 
other woman has had it first, means 
that she cannot enjoy it, and that, 
sooner or later, it will find its way 
back to the store for refund or 
credit. Then, having been permit- 
ted under the broad customer-is- 
right policy to return it, she is all 
the more likely to look elsewhere in 
the future when she buys. Up to 
the time she is permitted to make 
the return she merely feels that 
some other woman may have had 
the article first. When she is her- 
self permitted to return it, no mat- 
ter how unfair the return may be 
to the store, she becomes certain 
that this was the case. 

“How, then, does she feel toward 
that store in the future? Does she 
feel that its merchandise is always 
new and untouched, or does she 
suspect that the thing she has done 
is the general rule of customers of 
that store? The question is not 
difficult for any student of femi- 
nine psychology to answer. The 
plain, bald fact is that, by permit- 
ting the customer to make an un- 
just return, the store has lost the 
respect of that customer. Further, 
it has lost the best patronage of 
that customer, the kind of patron- 
age on which the success of the 
business depends. It is true that a 
customer of this type will continue 
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to trade with the store that has 
been so easy with her, but her pat- 
ronage will be in small things. Her 
real buying will be done somewhere 
else. 

But Very Often Return Is Just 

“The situation is particularly 
difficult to handle in that such a 
nice distinction has to be drawn by 
executives who handle adjustment 
matters in order to be fair to all 
concerned. Very often the return 
is just, and to reject it would not 
only be unfair to the customer, but 
costly to the store through the loss 
of her good will. On the other 
hand, the claim is likely to be un- 
just and to grant it would be unfair 
all around, even to the customer in 
that it encourages her to be unjust 
again. 

“What, then, are the adjustment 
executives, the men who have the 
absolutely final say, going to do? 
Are they going to be arbitrary and 
make hard and fast rules, or are 
they going to the other extreme, as 
many of them do now? The obvi- 
ous answer is that they should 
judge each case solely on its merits, 
but although this may be the solu- 
tion, what is going to be right in 
one case and wrong in another? 
Who is going to assume the respon- 
sibility of letting a customer know 
she has been caught fibbing, or that 
she is trying to ‘put something over,’ 
by refusing her.claim? Who is go- 
ing to face heated arguments, pos- 
sibly verbal abuse and tears, and 
yet be strong enough in moral fiber 
to see that the store and the store’s 
other customers get a fair deal? 

“It would seem that one solution 
of the whole business would be to 
form a kindof jury, made up of 
various executives, to pass on cases 
in which there is a real question of 
whether the customer is right or 
wrong. Possibly only a small per- 
centage of the claims advanced by 
customers would reach such a jury, 
and the matter could be handled 
without much trouble by requiring 
the customer to submit her case in 
writing with the merchandise. 

“Firmness “would doubtless be re- 
quired in operating such a system 
and some customers might be lost. 
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3 Million Each Month 


ACH month three million people 
read Toncan Copper Mo-lyb- 
den-um Iron advertisements in The 
Saturday Evening Post. They com- 
prise the most influential citizens in 
their communities—folks who build 
and buy homes for their families. 
These are the people to whom you 

must sell your serv- 
a? fe, 


miliar with Toncan > 
through The Satur- 


REGU. $. PAT. OFF. 


ices and materials. 
They will be fa- <JTONCAN:> 


3” COPPER ey a 


day Evening Post advertisements. 
And they will have greater confidence 
in your ability and stability if you 
recommend the product they know. 
You should tie in with this tre- 
mendous advertising campaign by 
displaying the Toncan sign and by 
using and specifying Toncan. 
o™ e-. Write for full in- 
formation as to how 
you can best profit 
through Toncan ad- 
vertisements. 


Molyb-den-um 
IRON 


CENTRAL ALLOY STEEL CORPORATION, MASSILLON, OHIO 


Makers of Agathon Alloy Steels 
Chicago New York 
Los Angeles Tulsa 


San Francisco 
Seattle 


St. Louis 


Cincinnati 


Cleveland Detroit 
Syracuse Philadelphia 


WORLD’S LARGEST AND MOST HIGHLY SPECIALIZED ALLOY STEEL PRODUCERS 








Say you saw it in AMERICAN ARTISAN—Thank you! 
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Outlook for Third Quarter in Iron and 
Steel Industry Is Favorable— Tonnage 


Promises to Exceed Second Quarter 


Pig Iron Market Is Quiet—Nonferrous 
Metals Experience Sharp Break in Prices 


AY brought no improvement to 

the position of steel producers. 
Coincident with a seasonal contrac- 
tion in demand, consumers devel- 
oped a tendency to pare their orders 
to a still finer point, and the meager 
backlogs of the mills have almost 
vanished. Excepting sheets, strip 
and cold finished bars, the price sit- 
uation became progressively easier 
throughout the month. 

June opens with the iron and steel 
industry focusing attention upon the 
third quarter. Inquiry is broaden- 
ing and, while not yet at the peak, 
is sufficient to promise a good quar- 
ter, possibly better than the second 
in point of tonnage. 


Much of the 53,000 tons of 
heavy finished steel required for 
freight cars now in inquiry will be 
rolled next quarter. Farm imple- 
ment manufacturers will be speci- 
fying for their fall run. 

Pig Iron 

The pig iron at Pittsburgh mar- 
ket is lifeless, except for purchases 
of small fill-in tonnages. The larg- 
est sale noted in the past few days 
was 300 tons of No. 2X at $19, val- 
ley, leaving $18.50, base, valley, the 
quotable base for No. 2 plain. 

One concern closed this week for 
third quarter with its regular source 
of supply. Third quarter inquiries 
are lacking. The carryover from 
this quarter will be larger than that 
from the first to the second quarter. 

Shipping instructions in May reg- 
istered the lowest aggregate of any 
month this year to date. Some con- 
sumers are taking only 25 to 35 per 
cent of the iron due them. 

Spot and future buying of north- 
ern pig iron at Chicago is at a slow 
pace. It is estimated less than 15,- 
000 tons has been closed~for third 
quarter by Chicago sales officers. 


A southern Illinois car manufac- 
turer is inquiring for 50 tons of 12 
to 14 per cent ferrosilicon. A 
Dowagiac, Mich., melter has closed 
for 750 tons of foundry, and a west- 
ern Michigan user for 1,300 tons. 
A part of the latter went below $19, 
Chicago, it is reported. 

The new interstate freight rates 
in central freight association terri- 
tory, which became effective yester- 
day, increase carrying costs to In- 
diana points from Chicago, but cut 
down the rates from Chicago to cer- 
tain Michigan points from 2 to 40 
cents. 


Northern iron is at $20, Chicago 
furnace, for No. 2 foundry and 
malleable. This price is steady in 
the immediate Chicago district. 


At Birmingham two blast fur- 
naces have been blown out. With 
nine on foundry iron, 11 on basic 
and one on special iron, require- 
ments of the next month can be sup- 
plied. 


Buying continues in small lots. 
Quotations are firm at $18, base, 
Birmingham. 

Tin 

The price of tin has been fluctu- 
ating as usual. Just now June metal 
is in a tight position. Users have 
not bought much metal in the open 
market this week, but dealers have 
been covering against June ship- 
ments. 


A little business was done late in 
the week in forward positions, with 
more firmness in them after they 
had been sold down. 

Zinc 

Mid-May statistics showed an in- 
crease of nearly 4,200 tons in zinc 
stocks during the first half of the 
month, the increase being attributed 
to lower shipments. The market, as 
a result, dropped back to 6 cents, 


East St. Louis, for prime western 
metal. At that level much resist- 
ance developed, though stocks were 
the largest in several years. 

Smelters say the second half of 
the month will show much larger 
shipments. High grade metal is 
held mostly at 8 cents, delivered, 
with a little of one brand on the 
market at 9 cents. 


Lead 


Buying of lead has been mod- 
erate, not enough to take up all sup- 
plies, and as a result the market 
went down slightly again. 


Copper 


The break in copper was more 
than most interests had expected, as 
it was thought the situation had 
been made much sounder by some 
curtailment of output last winter. 


Some producers showed great re- 
sistance to the decline, and as in the 
break in February, the market 
snapped back quickly. Some metal 
sold at 12.62% cents, Connecticut, 
and 12.75 cents, Midwest. 


Solder 


Chicago warehouse prices on 
solder are as follows: Warranted 
50-50, $41.50; commercial 45-55, 
$38.50; plumbers’, $35.50, all per 
100 pounds. 


Old Metals 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $16.50 to $17.00; 
old iron axles, $20.00 to $20.50; 
steel springs, $14.50 to $15.00; No. 
1 wrought iron, $11.00 to $11.50; 
No. 1 cast, $14.50 to $15.00, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 9 cents; zinc, 
3% cents; case aluminum, 1334 
cents. 
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Wheeling 


CORRUGATING COMPANY 


Anne of Wheeling Hand-Dipped 
Conductor will enable you to 
judge why the trade, generally, accepts 
it as the most satisfactory and the most 
economical conductor made. 

Note that the metal base is com- 
pletely imbedded in a thick, impene- 
trable protective coating of ‘pure zinc. 
Note also that the seams, edges and 
surfaces are thoroughly and uniformly 
covered—the result of hand-dipping 
after forming. 

Exposed to the air, the zinc first pro- 
tects itself by a natural surface oxidiza- 
tion. This ceases abruptly after closing 
the pores of the zinc and a lasting 
barrier to the elements is the result. 

Made of Ohio Metal, hand-dipped 
in pure molten zinc, this conductor is 
stronger, more rigid and doubly dur- 
able. Let us send you a sample for 
close-up inspection. 


Wheelin 


HAND DIPPED CONDUCTOR 


Wheeling Corrugating Company, Wheeling, W. Va. 


CHICAGO 
CHATTANOOGA 


PHILADELPHIA 
RICHMOND 


NEW YORK 
ST. LOUIS 
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Chicago Warehouse Metal and Furnace Supply Prices 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 


publication containing Western Hardware and Metal prices corrected weekly. 


METALS 


PIG IRON 


Chicago Fdy., No. 2....+++- $20 
Southern Fdy., No. | 
Lake Superior Charcoal.... 
Malleable 


BRIGHT 


“u 


FIRST QUALITY 
TIN PLAT 
112 sheets.. $25 


56 sheets.... 16 2 
17 


PLATES 
Per Box 

sheets $26 
sheets 28 
sheets 21 
sheets 24 
sheets 20 
sheets 22 
sheets 18 


TERNE 


40-Ib. 
40-Ib. 
25-Ib. 
25-Ib. 
20-I1b. 
20-Ib. 
15-Ib. 


20x28, 
IX 20x28, 
IC 20x28, 
IX 20x28, 
IC 20x28, 
IV 20x28, 
IC 20x28, 


Sootor 


toro too 


“ARMCO” INGOT IRON PLATES 


No. 8 ga. up to and including bai 
1%, in.—100 IbS....+++eeeees $4 55 


COKE PLATES 


80 Ibs., base, 20x28.$13 
90 Ibs., base, 20x28. 13 
100 Ibs., base, 20x28. 14 
107 lbs., base, 


Cokes, 
Cokes, 
Cokes, 
Cokes, 30 
Ibs., base 


40 
sheets 20 
Cokes 175 Ibs., 
sheets 
Cokes, 
sheets 
BLUE ANNEALED SHEETS 


Base 10 ga...... per 100 Ibs. $3 50 
“Armco” 10 ga..per100 lbs. 4 00 


base, 

05 
lbs., base, 

90 


ONE PASS COLD ROLLED 
BLACK 


per 100 lbs. $3 
100 Ibs. 38 $ 
r°t00 Ibs. .3 95 
100 lbs. 4 
per}100 Ibs. 4 
per 100 lbs. 4 
..per“100 lbs. 4 
per.100 lbs. 4 


“ARMCO” GALVANIZED 
“Armco” 24 per 100 Ibs. $6 
GALVANIZED 

100 lbs. $4 ° 
100 Ibs. 

r 100 Ibs. 
100 Ibs. 

r 100 Ibs. 


No. 16 
4 
4 
4 
4 
100 Ibs. 5 
5 
5 
5 


No. 18 

No. 

No. 

No 

No. 

r 100 Ibs. 
100 Ibs. 
100 lbs. 


No. 
No. { 


BAR SOLDER 


Warranted 
50-50 per 100 Ibs. $41 
Commercial 
45-55......6. per 100 lbs. 38 
Plumbers....per 100 lbs. 35 


In Slabs 

SHEET ZINC 
Cash Lots (600 Ibs.) 
Sheet Lots 


BRASS 


Sheets, Chicago base 
Mill Base 
Tubing, brazed base 
Wire, base 
Rods, base 


COPPER 

Sheets, Chicago base 
Mill Base 
Tubing, seamless 
Wire, No. 9, B & 
Wire, No. 10, B & 
Wire, No. 11, B & 
Wire, No. 8 B & S Ga. and 

heavier 17 


LEAD 
American Pig 


Sheet 


Full 
Cut 


per 100 Ibs. 14 
per 100 Ibs. 14 25 


Coils 

Coils 
N 

per 100 Ibs. $75 00 
per 100 lbs. 76 00 


Pig Tin 
Bar Tin 


HARDWARE, SHEET 
METAL SUPPLIES, 
WARM AIR FURNACE 
FITTINGS AND ACCES- 
SORIES. 


ASBESTOS 
Paper up to 1/16 
Roll board 6%c per lb. 
Mill board 3/32 to %....6e per Ib. 
Corrugated Paper (250 
sq. ft. to roll)....$6 00 per roll 


6c per Ib. 


BRUSHES 
Hot Air Pipe Cleaning 
Bristle, with handle, each $0 85 


Flue Cleaning 
Steel only, each 


BURRS 
Copper Burrs only 


CEMENT, FURNACK 
American Seal, 5-lb. cans, net 
American Seal, 10-lb. cans, net 
American Seal, 25-lb. cans, net 
Pecora per 100 lbs. 


CHIMNEY TOPS 
Adams’ Revolving 
Wt. Doz. Prize Doz. 
De pect ices ane Joe 
11 50 
13 50 
15 00 


See 
rs. 46 «4 Gabe 
ee 
Pe cecedeuns 
ee 
ee 
Pebneccbens 


CLINKER TONGS 
Front Rank, each 
Per doz. 


CLIPS 
Damper 
Acme, with 
per doz. 
Non Rivet tail 
per doz. .... 
COPPERS—Soldering 
Pointed Roofing 
per lb. 40c 
per Ib. 45c 
‘ gine nike aee-s 0 & a Be ee 
e Cee e eee were eeees per lb. 55c 
bce eee se sen eeeee per Ib. 60c 


all tail 


pieces, 


pieces, 


CORNICE BRAKES 

Chicago Steel Bending 
Nos, 1 to 6B 

CUT-OFFS 

Gal., plain, round or cor. rd. 

26 gauge 
28 gauge 

DAMPERS 
“Yankee” Hot Air 
7 inch, each 20c, doz.....-- $1 765 
8 inch, each 25c, 2 40 


9 inch, each, 30c, 75 
10 inch, each doz 00 


Smoke Pipe 

7 inch, 35 
8 inch, 40 
9 inch, e¢ > 
10 inch, 4 
12 inch, e¢ 90 
Reversible Check 

8 inch, each 

9 inch, each 


Diamond Smoke Pipe 


7 inch, 
8 inch, 
9 inch, 
10 inch, 





Sheet Metal 


POTTY rere 
GOB, cccccceseneres 


Adams’ 
7 inch, 
8 inch, 
9 inch, 

10 inch, 


DIGGERS 


Post Hole 
Iwan’s Split Handle 
(Eureka) 
4-ft. Handle...per doz. 
7-ft. Handle...per doz. 
Iwan’s Hercules pattern, 
per doz. 


$14 00 
36 00 


14 90 


EAVES TROUGH 


Crimpedge, crated 75 & 5% 
“Barnes” 504 


Galv. 
Zine, 


ELBOWS 
Conductor Pipe 
Galv., plain or corrugated, 
round flat Crimp. 
28 Gauge 
26 Gauge 
24 Gauge 


Galv. & Terne Steel 
Plain Rd. and Rd. Corr.: 
22 G 


Square Corrugated 
No. 28 Gauge 
26 Gauge 


Portico Elbows 
Standard Gauge Conductor Pipe, 
Plain or corrugated. 
Not nested 
Nested solid 70&5% 
Sq. Corr., A. & B. & Octagon: 
28 Ga. 
26 Ga, 


Portico 
1”, 11 A ” 


Copper 
BS Oc CE BO, occ cdiwas 4 


Zinc— 
All 


styles 


ELBOWS—Stove Pipe 


1-piece Corrugated. Uniform Blue 
““Milcor’ No. 28 Gauge. 

5-inch 

6-inch 

7-inch 


6-inch 


Adjustable—Uniform Blue 
“Milcor’ No. 28 Gauge. Uniform 
Blue. 
5-inch 
6-inch 
77-inch 


WOOD FACES—50% off list. 
FENCE 

(100 rods)....$28 68 
(100 rods).... 43 62 


FILES AND RASPS 
Heller’s (American) 
American 
Arcade 
Black Diamond 
DOMED 5 co cenwésune 6oeccwedée oye 
Great Western 
Kearney & Foot 
McClellan 
Nicholson 
Simonds 


Clayton & Lambert's 
East of west boundary 
Province of Manitoba, Canada, 
No. Dakota, So. Dakota, Ne- 
braska, Kansas, Oklahoma, Am- 
arillo, San Angelo and Laredo, 
Texas 52% 
West of above boundary....48% 


line of 


Geo. W. Diener Mfg. Co. 
No. 02 
qt. 

No. 0250, Kerosene, 
Gasolene Torch, 1 

No. 10 Tinner’s 
Square tank, 1 gal 

No. 15 Tinner’s Furn, 
Round tank, 1 gal 

No. 21 Gas Soldering Fur- 
nace 


No. 110 Automatic Gas 
Soldering Furnace 


Double Blast Mfg. Co. 
Gasolene, Nos. 25 


Gasolene Torch, 1 


and 36...60% 
Quick Meal Stove Co. 
Vesuvius, F. O. B. St. Louis 30% 


(Extra Disct. for large 
quantities) 


GALVANIZED WARE 
Pails (Galv. after made), 
10-qt. 


Tubs 
No. 
No. 


(Galv. after made). 
1 


GLASS 


Single Strength, 
brackets 
Single Strength, 
in. bracket 
Single Strength, 
brackets 
Double Strength, 


A, 34 to 40- 


A, all sizes. .86% 


HANGERS 
Conductor Pipe 
Milcor Perfection Wire..... 2 
Eaves Trough 
Milcor 
Milcor 


cclipse Wire 

Triplex Wire 

Milcor Milwaukee Extension 10% 

Milcor Steel (galv. after 
forming) List....plus 

Milcor Selflock E. T. Wire, 

plus 50% 


» 
12%% 


Box 
Vv. & B. No. 
Conductor 
“Direct 
Iron for 
Hay 
V. & B. 


1, each 


Drive” Wrought 
wood or brick..1) 


No, 1, each 


HUMIDIFIERS 


“Front-Rank,” Automatic 
In single lots 
In lots of 10 or more... .50-5 
In lots of 25 or more... 
Vapor pans, etc., each 


LIFTERS 
Stove Cover 
Coppered 
Alaska 


per gro. $6 00 
per gro. 4 75 


MALLETS 
Tinners 


Hickory wooo per doz. $2 26 
MITRES 


Galvanized steel mitres, 
9 
a 


Cut Steel 
Cut Iron 


Wire 


Cement Coated 


Continued on Page 54) 
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PERFORATED METALS 


WH 
CO tin ES 














All Sizes and Shapes of Holes in all Kinds and Thicknesses of Metal. 
Punched Metal Grilles, Register Faces, Ventilators, etc. 
Guard Material for Machines and Belts. We supply a complete line of Accessories 


Screens for Grain, Minerals or anything to be screened. 
Perforated Tin and Brass always in stock 





5649 FILLMORE STREET, CHICAGO, ILLINOIS, U. S. A. 
New York Office: 114 Liberty Street 
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Try One Trachte 
Portable Steel Garage 


and see what happens! 


END for our New Catalog. Set 
up a Trachte single or double 
stall Portable Steel Garage. Then 
watch your sales. We have never in 
our history had a trial dealer who 
has not re-ordered. You will too— 
your customers will see to that. 





Write for Free Catalog NOW! 


INLAND STEEL COMPANY 
At the 38 South Dearborn Street, Chicago TRACHTE BROTHERS 
Service | works: Indiana Harbor, Indiana: Milwaukee, Wisconsin COMPANY, INCORPORATED 
of Steel Branch Offices and Rgrentetathes MADISON. WISCONSIN 


Users ‘ st- PAUL - ST. LOUIS - SALT LAKE CITY - MILWAUKEE 
enn ed dldkn ited, 


KANSAS CITY + NEW ORLEANS « EL PASO 
Say you saw it in AMERICAN ARTISAN—Thank you! 











AMERICAN 


ADVERTISERS’ INDEX 


The dash (—) indicates that the advertisement runs 
on a regular schedule but does not appear in this issue. 


A 


Dickinson 
Foundry & 


Aeolus Co. 
American 


Co 


Furnace 


Furnace Co. 
American Rolling Mill C 
American Steel & Wire Co.... 
American Wood Register Co.. 
Apollo Metal Co. f 


American 


Humidifier 


B 


Barnes Zinc Products Co.43 and 
Bros. Co. 


Automatic 


Berger 
Berger Co., L. 
Bernz Co., Otto 
Bertsch & Co. 
Brillion 
Bertsch & Co. 

Buckeye Products Co. 

Burgess Soldering Furnace Co. 


Cc 

Calkins & Pearce 

Central Alloy Steel 
Chicago Elbow Machine Co.... 
Chicago Furnace Supply Co.... 
Chicago Solder C 

Clayton & Lambert Mfg. Co.. 
Cleveland & Buffalo Transit Co. 
Cleveland Castings Pattern Co. 
Colburn Heater Co. 

Connors Paint 
Cortright Metal 
Copper & Brass 


Furnace Co 


Corp 


Co., 
Roofing Co.... 
Research 


sociation 


Diamond Mfg. Co. 

Dieckman Co., Ferdinand.... 
Diener Mfg. Co., Geo. 

Double Blast Mfg. Co., 

Double Duty Mfg. Co 

Dries & Krump Mfg. 


E 


Eaglesfield Ventilator 


Fanner Mfg. Co 
Forest City Fdy. & 
Floral City Heater 
Fort Shelby Hotel 
Friedley-Voshardt 


G 


Gerock Bros. Mfg. 


Hall-Neal Co. 
Harrington & King 
Hart & Cooley Co. 
Henry Furnace & Fdy 
Hero Furnace Co. 
Hess-Snyder Co. 
Hessler Co., H 
Homer Furnace 
ifyro Mfg. Co. 


Perf. 


-...40 and 
— 


Independent Register & Mfg. 
Co. SCeeceasece 

Inland Steel Co. 

International Advertising Ass'n. 

International Heater Co 


K 


Matt Purmnse COs ide secs visdc 
Kernchen Co. 


Kirk-Latty Co. 


Lalance & Grosjean Mfg. 
Lamneck & Co., W. E. 
Lamson & Seasions Co., 
Langenberg Mfg. Co. 
Lennox Furnace Co 
Liberty Foundry Co. 
Linde Air Products Co. 
Lupton’s Sons Co., 


M 
Majestic Co., 
Marshalltown Heater Co 
Marshalltown Mfg. Co. 
May-Fiebeger Co. 
Merchant & Evans Co. 
Meyer & Bro. Co., 
Meyer Furnace Co., 
Michigan Fireproof Skylight 

Co. 

Milwaukee .Back Cover 
Monitor Furnace Co. — 
Mt. Vernon Furn. & Mfg. Co.. - 
Mueller Furnace Co., L. J..... =— 


N 
Heatcraft Institute... 59 
Warm Air Heating & 
Assn. 
Zine Sales Co., The 
Front Cover 
Repair Co. 13 


Cerr. Ce. . 


National 

National 
Vent. 

New Jersey 


Stove 


oO 


The J. 


Corp. 


Northwestern 


Osborn Co., M. & L 


Parker-Kalon 
Peck, H. E. 
Peck, Stow & Wilcox 
Pecora Paint Co. 
Pfeifer, Wm. 

Polk, R. L 
Prest-O-Lite 


Meal Stove Co. 
Pattern Co. 


R 
Reed Air Filter Co 
Robinson, A. H., Co. 
Robinson Furnace Co. 
Rock Island Register 
toss-Gould Co 
Royal Ventilator Co. 
Rybolt Heater Co, 
Ryerson & Sons, Inc., 


S 
Security Stove & Mfg. 
Sheet Steel Trade Ex. 
Special Chemicals Co. 
Standard Furn. & Supply Co.. 
Standard Ventilator Co. 
St. Louis Heating Co. 
St. Louis Tech. Inst. 
Sturtevant Co. 


Quick 
Quincy 


T 
Taylor Co., N. & 
Technical Products 
Teela Sheet Metal Co. 
The Thatcher Co. 
Thomas & Armstrong Co 
Trachte Bros. Co., Inc. 
Tuttle & Bailey Mfg. C 
XXth Century Htg. & Vent. 


United States Register Co 
Utica Heater Co.... i... 


Vv 
Vedder Pattern Works 
Viking Shear Co. 


WwW 
Walworth Run Fdy. 
Warm Air Furnace Fan 
Waterman-Waterbury Co. 
Western Steel Products Co... 
Wheeling Corr. 
Wheeling Metal & Mfg. Co.... 
Whitney Mfg. Co., W. 
Whitney Metal Tool Co. 
Wise Furnace Co. 


ae 
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NETTING, POULTRY 


Galvanized before 


PASTE 
Dry Paste: 
barrel 
barrel 


Asbestos 
200-1b. 
100-lb. 

35-lb. 

10-Ib. 
5-Ib. 
91 


CRPTORS. ccnicece 


PIPE 


Plain Rd. or Sq. 


Conductor 
Cor. Rd., 


Galvanized 
Crated and nested (all 
gauges) TE 
Crated and not nested 
(all gauges) 


Furnace Pipe 
Double Wall Pipe and 
Fittings 
Single Wall Pipe, 
Galvanized Pipe 
Galvanized and Tin Fittings.50% 


Round 


Lead 


Se Og faeces in eos ka Ba $12 50 


Stove Pipe 

“Mileor” ‘*Titelock”’ 

Stove 
28 gauge, 
nested 
28 gauge, 
nested 
28 gauge, 
nested 
30 gauge, 
nested 
30 gauge, 
nested 
30 gauge, 
nested 


Uniform Blue 


inch 


T-Joint Made up 
6-inch, 28 ga....per doz. 

All Zine 
Be... BR, OE GigGOR. cncncceces 60% 


POKERS, STOVE 
Steel, str’t or bent, 
doz. 
coil handles, 
per doz. 


w'r't 


Nickel Plated, 


POKERS, FURNACE 
Each 


PULLEYS 
Tackle....per doz. 
per gro. 
(enameled) 
per doz. 


Furnace 


Furnace Screw 


Ventilating Register 


Per gross 
Small, per pair 
Large, per pair 


PUTTY 


Commercial Putty, 100-Ib 


Kits 


QUADRANTS 
Malleable Iron Damper 


REDUCERS—Oval Stove Pipe 
Per Doz. 
7—6, 1 2.25 


doz. in carton 


BASEBOARD REGISTERS 


FLOOR REGISTERS AND 
BORDERS 


Cast Iron 

Steel and Semi-Steel 

Baseboard 

Adjustable Ceiling Ventilators.40% 


Register Faces—Cast and Steel 
Japanned, Bronzed and 
Plated, 4x6 to 14x14 
Large Register Faces—Cast, 
oe eR eae 60% 
Large Register Faces—Steel, 
SEDO GS Bele ectevecsseeus 65% 


RIDGE ROLL 
Galv., Plain Ridge Roll, 
b’dld 75- 
Galv., Plain Ridge Roll 
crated 
Globe Finials for Ridge 
2 


ROOFING 
Per Square 


Best grade, slate surf. pre- 
pared 

Best tale surfaced 

Medium tal 

Light tale surfaced 


Red Rosin Sheeting, per ton 


surfaced 


SCREWS 
Sheet Metal 


7. %x%, per gross 
No. 10, %&x3/16, per gross 


No. 14, %x™%, per gross... 


SHEARS, TINNERS’ 
& MACHINISTS’ 


Viking 
Lennox Throatless 


No. 
Shear blades 


(f. o. b. Marshalltown, Iowa.) 


SHIELDS, REGISTER 


..$12 00 doz. 
6 00 doz. 


floor... 
WE. vce 


“Gem” 
“Gem” 


SHOES 


Galv.- 28 Gauge, Plain or cor- 
rugated round flat crimp...60% 
-- 45% 


. 15% 


26 gauge round flat crimp. 
24 gauge round flat crimp.. 


SNIPS, TINNERS’ 


Clover Leaf 
National 
Star 

Milcor 


SQUARES 


Btecl am UFOM. ..cdccsccesers Net 
(Add for bluing, $3 per doz. net.) 


Try and Bevel 


Bey OBE WO. cc cccscscsccess Net 


r doz. 


STOPPERS, FLUE 

per doz. 
per doz. 
3....per doz. 


Common 
Gem, No. 
Gem, flat, 


VENTILATORS 


Standard 


Plain annealed wire, ° 
wee Se W221 6006 beweies $3 

Galvanized wire, 
100 Ibs. 

Wire Cloth—black painted, 
12-mesh, per 100 sq. ft.... 1 

Cattle Wire—galvaniz'd catch 
weight spool, per 100 Ibs.. 

Galvanized Hog Wire, 80 rod 
spool, per spool 

Galvanized Plain Wire, No. 
D, DEP BOO TBS. covcccceseas 3 40 

Stove Pipe, per stone 


barb 


WRINGERS 


..each $5 10 
-each 4 70 
-each 4 35 
.each 3 70 
each 5 10 
each 4 70 
each 3 40 
each 2 65 


, Guarantee 
Bicycle 
Domestic 
Brighton 
yuarantee 
Bicycle 
Pioneer 

2, Superb 
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PATENTED 


PFEIFER 
CLIPS 


For fastening corrugated 
roofing and siding. 


WM. PFEIFER 


Send for Price 
and Sample. 


473 Greenwich St. 
New York, N. Y. 














‘“STANDARD’’ 
Rotable Ventilator 


This favorite cone-shaped ventilator 
is now improved in several impor- 
tant points. 

The weight of the ventilator body is 
now carried on a concave thrust 
bearing nested in the apex of the 
pave body. This bearing turns 
upon the pivot = of the station- 
ary center spindle. 

The bronze Guide Bushings are now 
made of non-corrosive bronze which 
minimizes friction and any tendency 
to screech when body is rotating. 


There are other new features. Write 
today for new catalog and price list. 


STANDARD VENTILATOR CO., LEWISBURG, PA. 





The NEW IMPROVED 





Patents pending 








AMERICAN 











ARTISAN 





OUR HOBBY 


OUR SLOGAN 
‘Everything Used in Sheet Metal Work’’ 






“QUALITY AND SERVICE” 





x\ 




















In the Dawn of New Materials 





Do not sleep, be up and doing, 
Step ahead of all the rest, 


Use the latest and the best. 


‘*OSBORN’S LEAD COTE”’ 


COPPER BEARING STEEL SHEETS 
LEAD COATED COPPER . . SHEETS 


ALUMINUM ..... 
NICKEL PLATED ZINC . 
AND *“*MONEL METAL” . . SHEETS 


ARE UP-TO-DATE ADDITIONS 








THE J.M.&L.A. OSBORN COMPANY 


BUFFALO WAREHOUSE: 64-68 RAPIN ST. 





TO OUR LINE 








SHEETS 
. SHEETS 








1541-51 East 38th Street 
CLEVELAND, OHIO 








Resists Rust 
Works Easier 
Reduces Labor Costs 
Satisfies Customers 





THE AMERICAN ROLLING MILL COMPANY 
Middletown, Ohio 


Export: The ARMCO International Corp. 
Cable Address: ARMCO, Middletown. 











We carry a full line of the below named well known ventilaters: 








EARLE IWAN’S “ROYAL” 

PERFECTION STANDARD GLOBE 

HERCULES “STAR” UNO 
AMERICAN-LARSON “BEST” 





We can make prompt shipments on your orders 
for anything in the sheet metal line. 


Try us—uwrite for catalog today 


BERGER BROS. CO. 


229 to 237 ARCH STREET 


WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET 
PHILADELPHIA, PA. 
Manufacturers of “Quaker City” line of Miters, Ends, Caps and Outlets 















trade. 


**Since 1866"’ we have been serving and 
satisfying customers in all parts of the 


countr 


ARMC 


RCHITECTS and Contractors are 
well acquainted with this long- 
lasting sheet metal. Our stock includes 
every size and gauge required by the 





y- 


INGOT IRON 
The Purest Iron Made 


Everything in Sheet Metal 


Coke and Charcoal 
Tin Plate 


Roofing Plate 


Conductor Pipe 


Gutter 
Tinner’s 


Ma 
2 





Brass—Copper 
Nickel 
(in all forms) 


**Mond-70"" 


Babbitt 


Supplies 


Solder 


ERCHANTSEVANS C0. 


once PHILADELPHIA. 


CsTARL ISHED 


£ . 
een’ 


WAREHOUSES 
New YORK 
Kansas City 

CHICAGO 


CLEVELAND 
DETROIT 








Mention AMERICAN ARTISAN in your reply—Thank you! 





uw 
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BUYERS’ DIRECTORY 








Acetylene (Gas) Dissolved. 
Prest-O-Lite Co., Inc., 
New York, N. Y. 
Air Filters. 


Reed Air Filter Co., 
aman Ky. 


& Wire Co., 
Chicago, 11. 


Blowers. 
Sturtevant Co., B. F., Boston, Mass. 


Bale 
American Stee! 


Bolte—Stove. 
The Kirk-Latty Co., 
Cleveland, Ohio 


Lamson & Sessions 
Cleveland, Ohio 


Brakes—Bending. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Brak fe 
Dreie & Krump Mfg. Co., 
Chicago, Ill. 
Brass and Copper. 
Copper & Brass > As- 
sociation, New York 
Merchant & Evans Co. 
Philadelphia, Pa. 


a 
Osborn Co., The J. & lL. A., 
Geetnat: Ohio 


. “ae eable. 
Fanner Mfg. Co., Cleveland, Ohio 


Cellings— Metal. 
Friedley-Voshardt Co., 
Chicago, Ill. 
Milwaukee Corrugating Co., 
Wis. 


Milwaukee, 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio 


Cc 
Parker-Kalon Corp., 
New York, N. Y. 
Chimney 8. 
Standard Ventilator 
Lewisburg, 
eck Drafts. 
Metal Co., 
Oshkosh, Wis. 
Cleaners—Furnace. 
Sturtevant Co., B. F., Boston, Mass. 
ch ction. 
Sturtevant Co., B. F., Boston, Mase. 
Clinker Tongs. 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Clips—Roofing 
Pfeifer, New York, N. Y. 
Coal Chutes. 
Majestic Co., The, 
Huntington, 


Pa. 


Ch 
Teela Sheet 


Wm. 


In@ 


Copper. 
Copper & Brass Research As- 
N 


sociation, ew York 


Cornices. 
Friedley-Voshardt Co., 
Chicago, Ill. 

Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Cut-offe—Rain Water. 
Milwaukee Corrugating Co., 
lwaukee, 

Damper Clips. 

L. J. Mueller Furnace Co., 
Milwaukee, 
Charlestown. 
Diffuser—Air Duct. 

Aeolus-Dickinson Co., 
Chicago, Ill. 

L. J. Mueller Furnace Co., 
Wis. 


Doors— 
Lupton’s Sons Co., David, 
Philadelphia, Pa. 
Drive Screws—Hardened Metallic. 
Parker-Kalon Corp., 
364 West 13th St., New York 
Eaves Trough. 
Barnes Zinc Products Co., 
Chicago, Jll. 


Berger Bros. Co. 
pPbiladelphia, Pa. 


Berger Co., L. D 
Philadelphia, Pa. 
Lupton’s Sons Co. vid, 
Phtindelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
New Jersey Zinc Sales Co., The, 
New York, — ie 
Wheeling Corrugating Co., 
Wheeling, W. Va. 
Elbows and Shoes—Conductor. 
Barnes Zinc Products Co., 
Chicago, [Il. 
Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
ponteDuy ay Mt Ca, _Aarera, Ii, 
0., 


Lupton’ vid, 
Pitindelpbia, Pa. 

Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Wis. 


Wis. 
Mass. 


Wood old Air. 
American Wood Register Co., 
Plymouth, 
Eaglesfield Ventilator Co., 
Indianapolis, Ind. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Ind 


Fences. 


American Steel & Wire Co., 
Chicago, 


Fittings—Conductor. 
Zinc Products Co., 
Chicago, 


Flue Thimbles. 


Milwaukee Corrugating Co., 
Milwaukee, 


Til. 


Barn 
— ml. 


Wis. 


Furnace Cement—Asbestos. 
Buckeye Products Co., The, 
Cincinnati, Ohie 
Connors Paint Mfg. Co., Wm., 
Troy, ie Ee 
Milwaukee Corrugating Co., 
Milwaukee, Wis 
Pecora Paint Co., Philadelphia. Pa. 


Furnace Cement—Ligquid. 
Technical Products Co., 
Pittsburgh, Pa. 


Furnace Cleaners. 
Sturtevant Co., B. F., Boston, Mass. 


Furnace Fans. 
A. H. Robinson Company, 
Cleveland, Ohio 
Sturtevant Co., B. F., Boston, Mass. 
Warm Air Furnace Fan Co., The, 
Cleveland, Ohio 


Furnace Rings. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Fdy. Co. 
Cleveland, Ohio 


Furnaces—Gas 
Calkins & Pearce, Columbus, 


Furpnuces—Warm Alflr. 
American Furnace bs 
t. 


Walworth Rua 


Ohio 


Louis, Mo. 
American Foundry & Furnace 
Co. Bloomington, Il. 
Brillion Iron Works, 
Brillion, Wie 


Calkins & Pearce, Columbus, Ohio 
Colburn Heater Co., Chicago, IIl. 
floral City Heater Co., 

Monroe, Mich. 
& Mfg. Co. 
Cleveland. Ohio 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Hess-Snyder Co., Massillon, Ohio 
Homer Furnace Co., 

Coldwater, Mich. 
x. F. 


International Heater Uae 
Des Moines, Ia. 
, Columbus, 


tica, 
Co., 
Ohio 
Langenberg Mfg. Co., 
St. Louis, Mo. 


Forest City Fdy. 


Keith Furnace 


Lamneek Co., 


Lennox Furnace Co., 
Marshalltown, Ia.; Syracuse, N. Y. 
Liberty Foundry Co., 
Mo 
Huntington, 


St. 
Ind. 
Marshalltown Heater Co., 
Marshalltown, Iowa 
May-Fiebeger Furnace Co., 
Newark, Ohio 
Meyer Furnace Co., The 
Peoria, Il. 


Ohio 


Louis, 
Majestic Co., The 


Monitor Furnace Co., 
Cincinnati, 
Mt. Vernon Furnace & Mfg. Co., 
Mt. Vernon, II. 
Mueller Furnace Co., L. 
Milwaukee, Wis. 
Robinson Furnace Co., 
Chicago, Il. 


Robinson Furnace Co., 
Cleveland, Ohio 
Rybolt Heater Co.. Ashiand, Ohio 
Security Stove & Mfg. Co., 
Kansas City, Mo. 
Standard Furnace @ Supply Co., 
Omaha, Neb. 
St. Louis Heating Co., 
St. Louis, Mo. 
Success Heater Mfg. Co., 
Des Moines, Iowa 
Thomas & Armstrong Co., 
London, Ohio 
Thatcher Co., Chicago, Ill 
XXth Century Heating & Venti- 
lating Co., Akron, pate 
Utica Heater Co., Utica, N. ¥ 
Waterman-Waterbury Co., 


Minne 
Western Steel 


Duluth, Minn. 
Wise Furnace Co., Akron, Ohio 


Garagee— Metal. 


Milwaukee Corrugating Co., 
Milw aukee, Wis. 


The Thomas & Armstrong Co., 
Londen, Ohio 


Trachte Brothers Co., Inc 
Madison, Wis. 
Gas (Acetylene) Dissolved. 
Prest-O-Lite C3é., Inc., 
New York, N. Y. 
Gas (Nitrogen). 
Linde Air Products Co., 
New York, N. Y. 
Gas (Oxygen) 
Linde Air Preducts Co., 
New York, N. Y. 
Glass—Wire 
Lupton’s Sons Co., David, 
Philadelphia, 
Grilles. 


Diamond Mfg. 
Harrington & King Perforating 
Chicago, 


Pa. 


Co., Til. 
Hart & Cooley Co., 
New Ler aay Conn. 


Tuttle & Bailey Mfg. 
Gatbese, Til. 


United States Register Co., 
Battle Creek, Mich. 


Grilles—Store Front. 


Tuttle & Bailey Mfg. Co., 
Chicago, I). 


Guards—Machine and Belt. 


Harrington & King Perforating 
Co., Chicago, Ill. 


Handles—Poller. 


Berger Bros. Co 
Pa. 


‘Philadelphia, 
Handles—Soldering Iron 
Hyro Mfg. Co., New York, N. Y. 


Hangers—Eaves Trough. 


Berger Co., L. D., 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis 


ters—Cabinet. 
Majestic = The, 
Huntington, Ind. 
Mueller Furnace Co., 
Milwaukee, Wis. 
Waterman-Waterbury Co. 
Minneapolis, Minn. 


Heaters—Gas 
Calkins & Pearce, Columbus, 


ters—School Room. 
_—. city Heater Co., 
Monroe, Mich. 
International Heater Co., 
Utica, New York 
Meyer Furnace Co., e 
Peorta, Ill. 


L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Standard Furnace & Supply Co., 
Omaha, Neb. 
Waterman-Waterbury Co. 
Minneapolis, Minn. 


Ohio 


Hooks—Conductor. 
Berger Co., L. D., 
Philade!phia, Pa 


otels. 


H 
Fort Shelby Hotel, 
Detroit, Mich 


Humidifiers. 
Automatic Humidifier Co., 
Waterloo, 
L. J. Mueller Furnace Co., 
Milwaukee, Wis. 
Robinson Furnace Co., 
Chicago, Ii. 


Iowa 


Lath—Expanded Metal. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Machines—C rimping. 
Bertsch & Co., 
Cambridge City, 


Machinery—Cul vert. 
Bertsch & Co., 
Cambridge City, Ind. 


Machines—Tinsmiths. 
Bertsch & Co., 
Cambridge City, Ind. 
Chicago Elbow Machine Co. 
Oak Park, I. 
Dreis & Krump Mfg. 
Chicago, Til. 


Co., Wyoming, Pa. - 


Mfg. Co., 
yy ent 


Osborn Co., The J. M. 
Chevelend. 


Peck, Stow & Wilcox Co., 
Seuthir eton 


Ryerson & Son, Inc., Jos. 
Chicago, Il. 


Whitney Mfg. Co., ¥. 
Rockford, mh 

Whitney Metal Tool Co., 
Rockford, ™ 

Malling Liste. 
R. L. Polk Ce., Detroit, Mich. 
Ross-Gould Coe., St. Louis, Mo 


Mandrels 
Hyro Mfg. Co., New York, N. Y, 


Marshalltown 
Parton 


“Sate 
Coan 


Metals—Perforated. 
Diamond “wi Co., Wyoming, Pa 
Harrington & King Perforating 

Co., Chicago. FF 


Miters. 
edley-Voshardt Co., 
qn Chicago, + 


Milwaukee Corrugating Co., 
Milwaukee, Wie 


Miters—Eaves Trough. 
Barnes Zinc Products Co., 
Chicago, Jl. 
Lupton’s Sons Co., Da 
Philadelphia, Pa 
Milwaukee Corrugating se 
Milwaukee, Wis 


Nalle—Wire. 


American Steel & Wire Co., 
Chicago, Th 


Nickel—Zine 
Apollo Metal Works, 
La Salle, I. 


Nitrogen (Gas) 
Linde Air Products Co., 
New York, N. ¥ 


Ornaments—Sheet Metal. 
Friedley-Voshardt Co., 


Chicago, Ili 
Gerock Bros. Mfg. Co., 
St. Louis, Mo 
Milwaukee Corrugating Co., 
Milwaukee, Wis 


Oxygen (Gas). 
Linde Air Products Co., 
New York, N. ¥ 
Paint. 
Connors Paint Mfg. Co., Wm., 


Trey, 
Paint Co., 
Philadelphia, 


Pecora 
Pe 


Patterns—Furnace & Stove. 
Cleveland Castings FP. 


Cleveland, Ohie 

Quincy Pattern Co.. Quincey, mm 
Vedder Pattern Works. 

Troy, N. Y. 


Pipe and Fittings—Furnace. 

Senry Furnace & Fay. Co., 

Cleveland, Ohte 
Lamneck Co., W. E., 

Columbus, Ohio 
Meyer & Bro. Ce., F:, Peoria, Tl. 
Milwaukee Coreuaas Co., 

Mi lwaukee, Wie 
Mueller Furnace Co., 


L. Je 
Milwaukee, Wis 
Osborn Co., The J. M. & L. A., 
Cleveland, Ohio 
Robinson Furnace Co., 
Chicago, ba) 5 
Standard Furnace & anely & ae 


Pipe and Fitting»—Stove. 
Meyer « Bro. «v t+. Peorta, 
Milwaukee Correqaies Co., 

ilwaukee, 


m 
Wis 


Pipe—Condurtor. 
Barnes Zinc Products Co., 


Chicago, Ill. 

Berger Bros. Co., 

Philedeiphia, Pa 
Ferdinand, 
Cincinnati, Okie 
Friedley-Voshardt ,. mt. 

case, 

Lupton’s Sons Co., Dav 

Philadelphia, Ps. 

Milwaukee Corrugating Co., 

Milwaukee, Wis 
New Jersey Zinc Sales Co., ie 
ew York, N 
Wheeling Corrugating Co., 
Wheeling. W. Va. 
Wheeling Metal & Mfg. Co. 
Wheeling. Ww. va. 


Dieckmann Co., 
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Traveling East or West 


A restful night on beautiful Lake Erie—to or from 
Niagara Falls, will add enjoyment to your trip. 
Palatial steamers— Unlimited facilities, including large airy state- 
rooms, excellent dining room service. 


Daily May 1st to November 14th—Each Way Every Night between 


Cleveland and Buffalo 


Leaving 9:00 p. m., arriving 7:30 a. m. (Eastern Standard Time) 
Write for new Steamer Schedule between Cleveland and Buffalo 
via ERIE during July and August 
Connections at Buffalo for Niagara Falls, Eastern and Canadian 
points. Connections at Cleveland for Cedar Point, Put-in-Bay, 
Toledo, Detroit and points West. 

Our new 32 page Tourist Guide with complete information 
and maps will be mailed free—on request. 
Ask your ticket agent or tourist agency 
for tickets via CC & BLine. Your rail 
ticket is good on our steamers. 
The Cleveland and Buffalo Transit Co. 
\ Cleveland, Ohio e 


New 
Auto Rate 
‘ee $5.00 and up 


Any 
Bs 0 
ees 


WMO" Waa 


f° 
PAY (‘8B 
oe 








MAKE YOUR 
ELBOWS— 


Any Size in Two Minutes 
with this Machine. een 
J UST take your straight Wieg 
pipe—fasten the form or 
jig to it and in two min- 
utes you have your 3 or 4 piece adjustable elbow 
all ready for use and any size you want. 


PURNELL ELBOW EDGING and 
CUTTING MACHINE 


It is simple, sound and constructed of the very 
best matcrials—both installers and manufacturers 
are using it. No more large stock for the in- 
staller Enables you to make adjustable elbows 
any size for each job at once when 

you need them. 


Write today for circular giving com- 
plete description and price. 


Chicago Elbow Machine Co. 


MAIN OFFICE: 826 N. Boulevard, 
Oak Park, Mil. 











—— 


TREADLE SHEAR, 


This TREADLE GAP SHEAR is 
made in all standard sizes for No. 
14 and lighter gauge sheets. With 
it, sheets can be squared, trimmed 
or slit. 

We make a complete line of 
shears, punches and bending rolls, 
all sizes for hand or belt drive. 
Write for Catalog “Ss.” 


BERTSCH & COMPANY Cambridge City, Ind, 


AMERICAN ARTISAN 

















Please Mention 
AMERICAN ARTISAN 
AND 
HARDWARE RECORD 








When wniting to advertisers 








Say you saw it in AMERICA 





KESTER SOLDER 


Self-Fluxing 


VIRGIN TIN € LEAD SOLDER ) 


me eee eee 


K 1% DOCKETS 


(Underwriters’ Laboratories Inspected) 


“Requires Only Heat” 














On New Work 


N NEW WORK where time saved on 

the job means a better profit, the 
wise tinner uses Kester Solder. Solder- 
ing time is a big item in the sheet-metal 
world and a saving of one-third on this 
item should be welcomed by everyone. 


Common solder needs three opera- 
tions (solder—flux—heat). Kester only 
two, because it “requires only heat.” 
Kester supplies its own scientific flux 
from tiny pockets inside itself as it is 
used. 


That’s why you save one-third of your 
soldering time with Kester. Increase 
your net profit by using Kester Solder 
from now on. 


oe 





Kester Acid-Core Solder for general use in 1 Ib. cartons; 1, 
Sand 10 lb. spools. Small packageAcid-Core Solder, Kester 
Metal Mender for autoist, householder, etc. For delicate 
radio and electrical work — Kester Rosin-Core Solder. 


~ Manufactured by the 


CHICAGO SOLDER COMPANY 


4241 Wrightwood Ave. 
CHICAGO, U.S. A. 





N ARTISAN—Thank you! 








AMERICAN ARTISAN 
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BUYERS’ DIRECTORY 











Postse—Steel Fence. 
American Steel & wee. Co., 


hicago, Ill. 


Bertsch & Co. 
Cambridge City, Ind. 


Parker-Kalon Conp.. 
ew York, N. Y. 
Peck, Stow & Wilcox Co., 


Southington. Conn, 
Ryerson & Son., Inc., Jos. 
Chicago, Ill. 
Whitney Mfg. Co., 


w. 

Rpektora, Ill. 
Whitney Metal Tool Co., 
Rockford, Il. 


Punches—Combination Beach ané 
Parker-Kalon Corp., 

- New York, N. 
Whitney Metal Tool Co 


aa Ro procktora, mi. 
Whitney Mfg. Co., 
. a Wirocktora, Til. 


Punches—Hand. 
Hyro Mfg. Co., New York, N. Y. 


_waitney Metal Tool Co. 


c ne ekfora, Ill. 
Whitney Mfg. Co., 
” . VKocktora, Til. 


Cc point Mt ath wm. 
re Pain 0. > 
— ‘ S. w°itroy, N. ¥. 
Pecora Paint Co., 
si Philadelphia, Pa. 


A + TN 


a & winter Furnace Co., 
Milwaukee, 


Parker-Kalon Cogp- 
ew 








Wis. 
York, N. Y. 


tor Cabinets. 


Radia 
Tuttle & Bailey Mfg. Co., 
Chicago, Il. 


Radiators—Shields. 
The Thomas & Armstrong Co., 
London, Ohio 


eg oe Gas & Coal 
Q Meal Stove ay 


Louls, Mo. 
Thatcher Co., Newark, WN. J. 


Ranges—Gaa. 
1 Meal Stove Co., 
oa ae St. Louis, Mo. 


Begisters—W' 
American Wood Register Co. 
ymouth, In 
Baglesfield Ventilator Co., 
Indianapolis, ind. 
Hart & Cooley Co., 
New Britain, Conz. 
Henry Furnace & Fdy. Co., 


rigveland, Ohio 
Lamneck & Co., W 


- Ge. tae. Columbus, Ohio 
. . % Huntington, Ind. 
F., Peoria, Il. 

ating Co., 
ey ay Wis. 


Mueller Furnace Co., L. J., 
Milwaukee, Wis. 


Robinson Furnace Ce., 


Gee Saunt & A. ~enate Tl. 
oc! an enister 
vy Island, Til. 
Standard Furnace & Sup 4 Sab. 
a. 


Tuttle & Bailey Mfg. Co., 
icago, Ill. 


United States Reatoter Co. 
@ Creek, Mich. 


Walworth Run st Co., 
Cleveland, Ohio 


American mor Reet iter =” 


Ind. 
Chicago Furnace supply, ce Ce, 


o, Ill. 
Eaglesfield Ventilator ~— 
Indianapolis, Ind. 
L. J. Mueller Furnace Co., 
ay Wis. 
United States Register C 
Battle Creek, Mich. 


and Furnace. 
Hessler Co., H. E., — 
Northwestern Stove Repair Co. 
foago, fil. 


American pe: Co., 


letown, Ohio 


Philadel hia, Pa. 
Milwaukee een | ° 
Iwaukee, Wis. 


Lupton’s Sons Co 


.Taylor Co., N. & 


Rivets—Stove. 
The Kirk-Latty Co., 


Cieveland, Ohio 

Lamson & Sessions Co. 
Cleveland, Ohio 

Ryerson & Son., Inc., Jos 
abhcnie Ill. 


Roasters. 
Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Rods—BStove. 
The Kirk-Latty Co., 
Cleveland, Ohio 
Lamson & Sessions Co. 
Cleveland, Ohio 


Rolls—Forming. 
Bertsch & Co., 
Cambridge sg Ind. 


Roofing Cemen 
Connors Paint Mfg. _ "Wm. 
Troy, N. Y. 


Pecora Paint Co. 
Philadelphia, Pa. 


Roof—Fliashing. 
Hessler Co., H. E., Syracuse, N. ¥. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Roofing—tIron and Steel. 
American Rolling Mill Co., 
Middletown, Ohio 
Friedley-Voshardt Co., 


Chicago, Il. 
Inland Steel Co., Chicago, Il. 
Merchant & Evans Co. 
Philadel ate. Pa. 
Milwaukee Corrugating 
Milwaukee, Wis. 
Osborn Co., The J. M. & 
PLU Ohio 
Inc., Jos. 
Chicago, Til. 
Wheeling Corrugating Co., 
‘Wheeling, W. Va. 


Roofing—Tin. 
Taylor Co., N. & G., 
Philadelphia, Pa. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Ryerson & Son., 


Roofing—Zinc. 
New Jersey Zinc Sales ‘Co., 74 
New York, N. Y. 
Bubbish Burners. 
Hart & Cooley Co., 
New Britain, Conn. 


Sal—Ammoniac. 
Special Chemicals S- 
Waukegan, II. 


Schoolse—Sheet Metal Pattern 


St. Louls Technical Institute, 
St. Louis, Mo. 
Schools—Warm Air Heating. 
National Heatcraft Institute, 
Peoria, Ill. 
St. Louis Technical Institute, 


St. Louis, Mo. 
Screws—Hardened Metallic Drive. 
Parker-Kalon Corp 


354 West 13th St., New York 
Screws—Hardened Self-Tapping, 
iy 2% Metal. 


eee Ye hy 9 
West ist St., New York 
Panther & rforated Metal. 
Harrington & King Perforating 
Co., Chtcago 


Shears—Hand and Power. 
Double-Duty Mfg. Co., 


Marshalltown Mfg. Co., 
Ma rshalltown, Iowa 
Peck, Stow & oe Co. 
Southington. Conn. 
Ryerson & Son., Inc., Jos. 


Chicago, Ill. 
Unishear Co., The, 


New York 
Viking Shear Co., Erie, Pa. 


Aurora, IIL 


Sheete—Steel—Lead. 
Wheeling Metal & Mfg. Co., 
Wheeling, W. Va. 
Sheet Metal . + ccm 
ene Corp., " 
3654 West 13th St., New York 


Sheete—Black and Gal 

American en: Mill Co. 
iddletown, Ohio 

Central Alloy Steel Be 
ae Ope 


Inland Steel Co., Chica, 

Merchant & Evans Co. 

Pu Giiphte, Pa. 

Milwaukee a. - — Co., 
iiwauk Wis. 


ee, 
Osborn Co., The J. M. & L. A. 
Ohio 
, = 
Coieae, Tl. 


ee 
Ryerson & Son., Inc., 

G., 

Philadelphia, Pa. 
eeling, W. Va. 


Wheeling Corru 


Sheets—lIron. 
American Rolling Mill Co., 
Middletown, Ohio 
Central Alloy Steel Corp., 
Massillon, Ohio 
Merchant & Evan 


8 Co. 
Philadetphia, Pa 
Ryerson & Son., Inc., Jos. 
hl Tl. 


Roofing—Steel—Lead Coated. 
Wheeling Metal & Mfg. Co., 
TV heeling, W. Va. 


Pigte—e- 
Merchant & Evans C 
Philadelphia, Pa. 
Taylor Co., N. & G., 
Philadelphia, Pa. 


Sheets—Zince. 
New Jersey Zinc Sales Co., The, 
New York, N. Y. 


Shingles and Tiles—Metal. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Wheeling Cones Co., 
heeling, W. Va. 
Wheeling Metal & Mfg. Co., 
Wheel ng, Ww. Va. 


Shingles—Zine. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sifters—As 
Diener Mfg. Co., G. W., 
Chicago, Iil. 


Sky Lights. 
Lupton’s Sons Co., David, 
Philadelphia Pa. 
Michigan Fireproof Skylight Co., 
Benton Harbor, Mich. 
Corrugating Co., 
Milwaukee, Wis. 


Milwaukee 


wi cox Co., 
Southingten, Conn. 


Peck, Stow & 


Solder. 
Chicago Solder Co., Chicago, Ill. 
Double-Duty Elbow Co., 
Aurora, Ill, 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Sold Furnaces. 
Burgess Soldering pecmase Sas, Obi 
Clayton & Lambert “Mts. Co, 

t, Mich. 
Diener Mfg. Co., «. Ww 
Foss mL 
Double Blast we... Co. 
h Chicago, Ill. 


Quick Meal PR Go. 
St. Louis, Mo. 


Soldering 
ee Elbow are Aurora, Ill 
Special Chemicals Co., 
Waukegan, Tl. 


Specialties— Hardware. 
Diener Mfg. Co., G. W., 


Chi ‘o, Ill. 
Hessler Co., H. E., Syracuse, N. 


Stars—Hard Iron Cleaning. 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 

Friedley-Voshardt Co., 
Chicago, IIL 

Gerock Bros. Mfg. oe. 
Louls, Mo. 


Stove Pipe Reducers. 
Milwaukee Corrugating Co., 
Milwatikee, Wis. 


Steves—Camp. 
Quick Meal Stove on 
St. Louis, Mo. 
Stoves—Gasoline and Oil. 
Quick Meal Stove Co., 
8t. Louis, Mo. 


Stoves and 
Quick Meal Stove Co., 


8t. Louis, Mo. 
Thatcher Co., Newark, N. J. 


Tacks, Staples, Spikes. 


American Steel & Wire Co., 
Chicago, 1), 


Tinplate. 
Milwaukee Corrugating Co., 
Milwaukee, , we 
Osborn Co., The J. @& L. 
leveland, Sate 


Philadelphia, Pa. 
Tools—Tinsmith’s. 


Bertech & Co. 
Cam bridge City, Ind. 
Chicago Elbow Machine Co. 
Oak Park, Tl. 
Double-Duty Mfg. Co., 
Aurora, Il 
Dreis & Krump Mfg. Co., 
Chicago. T 
Hyro Mfg. Co., New York, N. Y, 
Marshalitown Mfxz. Co 
Marshalltown, Iowa 
Osborn Co., The J. L. 
Cleveland, Ohio 


Peck, Stow & Wilcox Ce., 
Southington. Conn. 
Ryerson & Son., Inc., Jos. T.. 


Chicago, I. 
Unishear Co., The 


New York, N. Y, 
Viking Shear Co., Brie, Pa 
Whitney Mfg. Co., W. 
Site. Tm 
Whitney Metal Tool Co., 
Rockford, I) 


Torches, 
Burgess Soldering Furnace Co. 
Columbus, Ohio 
Clayton & Lambert Mfg. Co. 
Detroi 


t, Mich 

Diener Mfg. Co., G. W. 
Chicago, Il. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Trade Extension. 
Copper & Brass Research As- 
sociation, New York, N. Y 
Sheet Steel Trade Extension 
Committee, Pittsburgh, Pa. 


Trimmings—Stove, 
Fanner Mfg. Co., Cleveland, Ohie 


on 


Arex Compa Chicago, IL 
Aeolus Dickinson Co., Chicago, IL 


Berger Co. 
° Philadelphia, Pa 
Friedley-Voshardt Co. 
Chicago, ni 


Hernchen Co., a = 
Laptens. Sons Co., Da 
Pniiade phia, Pa 
Milwaukee Cocsaqeees 
llwaukee, Wis 
Roya] Ventilator Co. 
Philadelphia, Pa. 
Standard Ventilator Ce., Pa 


wisburg, 
Sturtevant Co., Boston, Mass. 


Ventilators—Ceiling. 
Baglesfield Veutioter a 
polis, Iné 
Hart & Cooley Co. 


New Britain, Cons 
Henry Furnace & Fdy. Co. 


Cleveland, Ohio 

Tuttle & Bailey Mfg. 
New York 
Sturtevant Co., B. F., Boston, Mass. 


oe oe 


Lupton’s Sons Co., Da 
Pniedephia, Pa 


American Steel & Wire Co., 
Chicago, Il 


Taylor Co., N. 


Wire Hoops. 
American Steel & Wire Co., 
Chicago, Dl 


American Steel & Wire Co., 
Chicago, Mi 


Zine. 
Apollo Metal Works, 
La Salle, Tl 
Merchaat & Evans Co. 
Philadelphia, Ps 
New Jersey Zinc Co., 
New York, N. f 


Zinc—Polished 


Apollo Metal Works, 
La Salle, Mi 
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WANTS AND SALES 








Any yearly subscriber to 
AMERICAN ARTISAN may in- 
sert advertisements of not more than 
fifty words in our Want and Sales 
Columns WITHOUT CHARGE. 


Such advertisements, however, 
must be limited to help or situation 
wanted, tools or equipment for sale, 
to exchange or to buy, business for 
sale or location desired. 


BUSINESS CHANCES 


Lightning Rods — Dealers who are 

selling Lightning Protection will make 
money by —*. us for our latest Fac- 
tory to Dealer Prices. We employ no 
salesmen and save you all overhead 
charges. Our Pure Copper Cable and 
Fixtures are endorsed by the National 
Board of Fire Underwriters and hundreds 
of dealers. Write today for samples and 
rices. L. K. Diddie Company, Marsh- 
Reld Wisconsin. 

Attention, Mr. Furnace or Stove Man- 
ufacturer, or anyone wishing to get the 
best patent covering warm air or Parlor 
furnaces. Something that will show 
100% more efficiency than anything ever 
on the market. For information write 
W. E. Toler, Pawnee, Okla. 21-3t. 

Partner Wanted—To join me in a going 
furnace heating business. Have been 
selling furnaces in Des Moines several 
years and have installed several hun-— 
dred. Address—B-40, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 23-3t 

For Sale—Sheet metal shop. Located 
in Chicago. Established 15 years. Good 
paying business. Good reason for sell-— 
ing. Priced reasonable. Address—5654 
Wayne avenue, ist Apt., Chicago, Illi- 
nois. Telephone Ardmore 4381. 21-3t. 

For Sale—Plumbing and furnace busi- 
ness in Northwestern Iowa City. About 
100,000 population. Stock and equipment 
invoice about $14,000. Address—B-37, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 23-3t 

For Sale—Fully equipped sheet metal 
shop, and good stock of material. Must 
be sold by June 15th. John Cruze, 418 
Walnut St., Knoxville, Tennessee. 22-3t. 


For Sale—Overstock of laundyette_ or 
Prima Washers, either at $90.00 net. Ad- 
ress-Willlams Hdwe. Co., Streator, Illi- 
nois. 23-3t 


Wanted—A partner in a paying pro- 
gressive heating business. John D. Tal- 
lan, 843 19th St., Des Moines, Iowa. 22-3t 


SITUATION WANTED 


Situation Wanted—By first class tin- 
her and furnace man. Can do in and 
outside work. 25 years at trade. Noth- 
ing but steady sition the year around. 
Am married and a good mechanic. Pat-~- 
tern draftsman. Have always worked 
in a general shop where all classes of 
work has been done, such as custom 
work and jobbing for further informa- 
tion. Address—Box 8, St. Albans, Ver- 
mont. 21-3t. 


Situation Wanted—As tinner expert 
furnace man, plumbing and heating. 40 
years of age and married. Can furnish 
best of references. Job must be steady. 
State your price of wages per week and 
Particulars in letter. Address—B-31, 
care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 21-3t. 


Situation Wanted—By a first class 
lumber and tinner, also furnace man, 
ve worked over 30 years at the trade. 
Am married. Want steady position the 
year around. Hardware shop in small 
town up to 3,000 population preferred. 
Please state wages. Address Box 663; 
Fargo. North Dakota. 20-3t 
Situation Wanted—Young man _ with 
four years’ experience wants situation 
in sheet metal shop. Address—B-32, 
Care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 21-3t 















































AMERICAN ARTISAN 


SITUATION WANTED 





HELP WANTED 





Situation Wanted—By a first-class 
sheet metal worker with twenty-five 
years at the trade as working foreman 
or Bench Hand. Can draft all patterns 
and read blue prints. Formerly from 
Washington, D. ee Address — Metal 
Worker, 313 Western Avenue, Janesville, 
Wisconsin. 21-3t 





Situation Wanted—Married man wants 
steady position in sheet metal shop, pref- 
erably in west. Can make own patterns 
and install furnaces. Excellent refer- 
ences. State wages in first letter. Ad- 
dress—B-36, care AMERICAN ARTISAN, 
620 South Michigan Avenue, Chicago, Il- 
linois. 22-3t. 





Situation Wanted—By an all around 
sheet metal worker, layout, assemble and 
erect in all branches. Capable of taking 
charge, work from blue prints and not 
afraid of work. 39 years of age. Good 
health. Address—B-35, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 22-3t. 





Situation Wanted—Young married man 
with 5 years’ experience at sheet metal 
and pipe work, desires situation in sheet 
metal shop or combination sheet metal 
and pipe’ shop. Address—B-42, care 
AMERICAN ARTISAN, 620 South Michi- 
gan Avenue, Chicago, Illinois. 23-3t 





Situation Wanted—By young sheet 
metal and furnace man. Qualifications 
and experience on request. Must be 
steady position. Minnesota or Wisconsin 
preferred. Address—B-34, care AMERI- 
CAN ARTISAN, 620 South Michigan Ave- 
nue, Chicago, Illinois. 22-3t. 





Situation Wanted—By all around man 
who can do plumbing and tinning. A 
first class furnace man. Prefer Iowa. 
Address—B-41, care AMERICAN AR- 
TISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 23-3t 





Situation Wanted—In tinshop or com- 
bination tinshop and hardware _ store. 
Age 45. Married. Sober and good work- 
man. Good furnace man. Address B-33, 
care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 21-3t. 





Situation Wanted—By a sheet metal 
worker who can work in or outside. 
Also one who understands pattern cut-— 
ting. Address—B-30, care AMERICAN 
ARTISAN, 620 South Michigan Avenue, 
Chicago, Illinois. 21-3t. 





Wanted—Union shop foreman. Must be 
first class mechanic and all around tinner 
and sheet metal worker, who can read 
plans, layout work and manage large 
shop. Must be a sober, conscientious 
worker. A-l references required. Ad- 
dress Wm. A. Tipton, Inc., 4948-50 Easton 
Avenue, St. Louis, Missouri. 20-3t 





Wanted—An Illinois Licensed Journey- 
man plumber. Must be able to do hot 
water and steam heating, also be able 
to take charge of job. Non-union. E. V. 
Schmidt Pibg. & Htg. Co, 102 Main 
street, Dundee, Illinois. 21-3t 





Wanted — Furnace Salesman, experi- 
enced in Warm Air Heating. Permanent 
position for right man. References. Write 
or call. H. O. Puff Furnace Co., Ince., 
Springfield Gardens, L. I, New York. 





Wanted—Sheet metal workers for gen- 
eral sheet metal work, furnace work, 
roofing, etc. State experience. Brouillet 
Sheet Metal Works, 271 Iowa St., Du- 
buque, Iowa. 20-3t 


TINNERS’ TOOLS _ 


For Sale—Tinners’ machines and tools. 
1 set of forming rolls with patent com- 
pensating gear, 1 stove pipe folder, 1 tin 
solder, 1 crimping and beading machine, 
1 wiring machine, 1 turning machine, 1 
beading machine, 1 burring machine, 1 
grooving machine, 1 bench plate, 1 dou- 
ble seaming stake, 3 all Peck Stow ma- 
chines, latest and best, some almost new. 
First check for $125.00 gets the lot. Ad- 
dress—Oscar Syren, Hayti, South Dakota. 


22-3t. 

















For Sale—One P.S.&W. adjustable 
barfolder 20”, good as new, and cost $45.00 
new, $20.00 cash. Also one P.S.&W. 
20” gutter beader with adjustable clamp 
body that releases rod when bead is 
formed, $5.00. Address—J. W. Strain, 
114 West 2nd Street, Sedalia, Missouri. 


21-3t. 





Wanted—A ten foot electric city half 
round gutter former with four, five and 
six inch rolls, and beading rolls. Combi- 
nation beader and former only. Address 
—B-33, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicaga. Illinois. 

22-3t. 



























































SPECIAL SHORT COURSES 
IN WARM AIR HEATING 


1. Draughting. 
2. Engineering. 


(Class room instruction or correspondence.) 


3. Merchandising. (Class room instruction and actual practice.) 
Write for Catalog ss 


NATIONAL HEATCRAFT INSTITUT 


202 Main St. 
Peoria, Illinois 





Mention AMERICAN ARTISAN in your reply—Thank you! 





TINNERS’ TOOLS 


AMERICAN ARTISAN 


SPECIAL NOTICES 
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Wanted—Secondhand tools for heavy 
sheet metal work. Power punch, cornice 
brake, for 16 gauge or heavier, serpen- 
tine shears, angle cutter rools, squaring 
shears and welding outfit. Address—B-39, 
care AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 23-3t 





For Sale—Complete set of tinner’s 
tools, including brake and Niagara 22- 
inch circular ghears. In first-class 
condition. Address B-43, care of Amer- 
ican Artisan, 620 South Michigan ave- 
nue, Chicago, Illinois. 23-3T 


SITUATION WANTED 


To represent a Stove or Furnace 
Manufacturer in Wisconsin and upper 
Michigan. Can furnish references. 
Know about all the dealers. Address 
W-22, care AMERICAN ARTISAN, 
20 South Michigan Avenue, Chicago, 
Illinois. 21-1t. 








Wanted—One only used 8’ cornice 
brake. Price right for cash. Lee W. Pan- 
ney, Box 26, Camden, Michigan. 20-3: 








SPECIAL NOTICES 








The Rate for Special Notices 
— displayed want ads — 
$3.00 per inch per insertion. 





ATENTS 


HUBERT E. PECK 
Patent Attorney 


Barrister Bldg.. WASHINGTON, D. C. 





SALESMAN WANTED 


Experienced wholesale Furnace 
Salesman for Northern and Cen- 
territory; splendid 


with a 


tral Illinois 
opportunity to connect 
most responsible firm, with an es- 
tablished trade; only a man of 
proven worth can qualify; splen- 
salesman 
with successful record. Give all 
particulars in reply. Address 
W-27, care AMERICAN ARTI- 
SAN, 620 South Michigan Avenue, 
Chicago, Illinois. 23-3t 


LEAN HEAT 


WHEN YOU USE 


ASSEMBLING REPAIRING INSULATING SEALING 
A 


LIQUID PORCELAL 


Nv i 


‘ADHESIVE CEMEN+ 


FIREPROOF =ACIOPROOF OIL PROOF 


did remuneration for 


ALS EVERY JOINT 
APPLIED LIKE PAINT 
OVER ASBESTOS CEMENT 





TRIAL 
OFFER 
An 8-lb. can 
of 
INSALUTE 
(furnace seal. 
ing paint) 


WITHSTANDS 
WHITE HEAT 


CHNICAL PRODUC 


116 Sheridan Square 


TS CO 


Pittsburgh, Pa. 





WANTED 


Experienced Parlor Furnace Sales- 
man wanted for Ohio. Must have 
successful record in this line. The 
Waterman-Waterbury Company, Min- 
neapolis, Minnesota. 21-2t. 


WANTED 
A RETAIL FURNACE SALESMAN 
who knows the Standard Code, who 
can make his own layouts and best 
of all, who can SELL good Warm Air 
Heating Systems and get the money 
for them. To such a man with a car, 
we offer a salary and bonus and 
position is open now. The opening is 
just a few miles from Chicago. Call 
Fairfax 8750, Chicago, or write to W-21, 
care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, 
Illinois. 21-3t. 








SITUATION WANTED 


To represent a Sheet Metal Manu- 
facturer, and call on tin shops, sheet 
metal workers, furnace shops and job- 
bers of sheet metals. Can furnish ref- 
erences. Know the trade in Wiscon- 
sin and Upper Michigan. Address 
W-23, care AMERICAN ARTFH#SAN, 
20 South Michigan Avenue, Chicago, 
Illinois. 


SITUATION WANTED 


I am interested in a new opportunity 
with a manufacturer of hardware, 
sheet metal or furnace fitting and sup- 
plies, as I have resigned my position as 
general traveling sales representative 
with Charles Johnson Co., Inc. Address 
F. G. Carpenter, 6978 Greenview Ave., 
Chicago, Illinois. 22-2t. 


FOR SALE 

New Mueller, Milwaukee furnaces, 
bought at a forced sale to close an estate. 
No. 240, 20” tubular $45.00. No. 363, 
21” return flue type $39.00. No. 372, 
24” $52.00. Net F. O. B. Hammond. 
H. M. Maginot, 174 Fayette St, 
Hammond, Indiana. 22-2t. 


WANTED SALESMAN 


for North and South Dakota, by large man- 
ufacturer of ranges. When answering, give 
full details about past selling experience 
and names and addresses you wish in- 
quiries made of about yourself. Address 
W-28, care AMERICAN ARTISAN, 620 
South Michigan Avenue, Chicago, Illinois. 

23-1t 


THE STANDARD 
FOR MANY YEARS 


It Pulls Business Your Way ! 


HEN SIPHON SUPPLY your 
ERNC TILA AGe next job with 
. ven “TOR “| S-V'andyou 
“ a never will have 

a complaint. 








prompt ship- 
ment. 

Write to- 
day for 
complete 
data 
and prices 
Made only by 


KERNCHEN COMPANY 
Ventilating Engineers 


Room 1576, 113 W. WASH. ST., CHICAGO 














and such kind, 


the least in the end, 


THE ST. LOUIS TECHNICAL INSTITUTE 





“My son, on finishing High School—I want you to come into the business and study to develop the 
newer fields. But first you take this Course with the St. Louis Tech. so you will qualify asa Trade 
Engineer and as a Sales Engineer. That is what we need nowadays—we have enough gutter snipes, 


HERE IS YOUR PERSONAL OPPORTUNITY! 


Night School Students and High School Graduates will find our Courses of Study 
admirably suited to advance them fastest. 
Class Instruction; 30 times faster than purely Shop Trained Men, and it Costs you 


Our Practical Trade Instruction Service also extends to the Mechanic, Apprentice, 
Shop Owner, Foreman, Draftsman, Salesman, etc. 
out of the rut, and get the better things of life. 


Our Coaching works, whether you believe it or not—it works just the same 
We Coach you in your own Home, Personal, Clear, Direct. Full information mailed 
free on request. Check your choice subject. 


O SHEET METAL DESIGN AND PATTERN DRAFTING 
0 SPECIAL WARM AIR FURNACE HEATING 

O SHEET METAL CONTRACTING AND ESTIMATING 

O FAN HEATING AND VENTILATING 


0.W.KOTHE, Pri. 4543 Cigyton Ave., St. Louis, Mo. 





We progress you 4 times faster than 


We can show you how to ge 




















When writing mention AMERICAN ARTISAN—Thank you! 
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CHICAGO STEEL CORNICE BRAKES 


STANDARD OF THE WORLD 


THE BEST BRAKE 
FOR ALL PUR- 
POSES: Most Dur- 
able, Easiest Oper- 
ated, Low in Price; 
Made in All Lengths 
and to Bend All 
Gauges of Metal. | 
\ Over 23.000 in use. | 





WRITE FOR 
PARTICULARS 





| 


DREIS & KRUMP MFG. CO., 7404 Loomis Street, CHICAGO | 























The Double-Duty BRAKE SHEARS 


“All-Rite’” Model to cut 

20 gauge and lighter 8 foot shears - 
“Special” geared to cut 66 66 

16 gauge and lighter ~ 


“Hand Pull” for lighter 
work and small shops 


Cutting Carrier 


Fold up out of the way so 


$55.00 
$77.50 
$17.50 








brake work can be done. 
All lengths. 
A time and money saver 
fully guaranteed. 
Fit any brake. 


ORDER NOW 


10 DAYS’ FREE TRIAL 


DOUBLE-DUTY MFG. COMPANY 
32 B So. La Salle Street Aurora, Ill. 





Whitney Lever Punches 


Widest known— Most universally used 


Ee NEW SKYLIGHT 
ass CLOSE CORNER 
Skylight Punch FLANGE PUNCH 
Every Sheet Metal Worker Needs One. 
Weighs Only 10 Lbs. 
-2 Inch Opening Above Die Top. 
EASIEST OPERATED 
QUICKEST CHANGED 


FREQUENTLY PAY FOR THEMSELVES 
ON FIRST JOB 


Over 40,000 In Use 
MADE IN 8 SIZES AND TYPES 











Channel Iron Punch 
OTHERS FOLLOWING 


ASK YOUR JOBBER 


Ne. 3 Panch 
or 


Write us, for circu- 
lars and prices. 


W. A. Whitney 
Mfg. Co. 


ROCKFORD, ILL. = 





Ne. 4 Tinner’s Punch 














352 Flexible 
Pages Leather 
‘Binding 
247 
Figures 
165 Measures 
Tables 414x5 in. 





One of the Best and 
Most Popular Books 


on tinsmithing and elementary sheet metal work. This is the 
latest edition and the contents are new excepting the chapter on 
Mensuration, which has been re-arranged and amplified, and pos- 
sibly some fifty pages of problems and tables which are classified 


This Book Covers Simple Geometry and 
Every Phase of Modern Pattern Cutting 


from the making of every type of Seam, Lap and Joint, to Coni- 
cal Problems and Tinware, Elbows, Piping, Ducts, Gutters, Lead- 
ers, Cornice and Skylight Work and Furnace Fittings. 


In fact an excellent all-around book for every man in the trade. 
Mr. Williams writes in an easy-to-read, helpful manner, giving 
you all the necessary details about each subject he handles. 


You should add this widely read book to your collection now. 
PRICE $3.00 


AMERICAN ARTISAN 











to the phase of the work they cover. | 





AND 


| HARDWARE RECORD ) 
620 South Michigan Avenue, Chicago, Ill. 













The A Snap» 
aimpless on or ef 
hose quickly 
seupling Does 
made not leat 

















HESSLER Perfect Hose Connection 


YO 8 ee gee earthy ten a hose will welcome 
the Hessler Hose Connection 

Tt saves hose length and the hose, no kinking or etthng—ae splash- 
ing. no leakage and you snap it on or off in a wi 
The Hessler will be a big, fast seller and a real 
Order a sample lot now—madein four sizes. 
and circulars. 


Gt maker. 
rite today for price 


Syracuse. New York 














electrical, 


H. E. HESSLER Co. 
rope, barb- 
ed, plain, 


and coated), tacks, spikes, bale ties, hoops, springs, 
netting, wire fences, steel posts, steel gates, trolley 
wire, rail bonds, flat wire, cold rolled strip steel, 
piano wire, round and odd-shape wire, screw stock, 
concrete reinforcement. Aerial tramways. 


Illustrated books describing uses, FREE 


American Steel & Wire 


Sales Offices: Chicago, New York 
and All Principal Cities Company 
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Metal Ceilings erected by Wm. Gallun Sheet Metal Works, Milwaukee, 7 


] MERTON SCHOOL, Merton, Wis. 
| Below, at right: Manual Training room. At left: 7th, 8th, oth Grades room. 























A Lesson in Safety/ 


for School Boards and Taxpayers 


Wherever a new school building is going to 
be erected or an old one is to be remodeled, the facts of the follow- 
ing and other sad and expensive experiences should be considered: — 


1 Ee ETY and Economy! 


The taxpayers of Merton, a small Wisconsin town, built a beautiful new school five 
years ago—15 rooms and a gymnasium. Walls and ceilings were plastered on wood 
lath. After two years, the plaster began to loosen and fall. Teachers and children 
were in constant danger of being killed or crippled by heavy blocks of falling plaster. 
Although new, the school was unsafe, unsightly, insanitary! 

During the summer vacation period of 1926, all ceilings throughout the building were 
— with Milcor “Invisible Joint” Metal Ceilings. Merton is now wide Its 
school at last is safe—and will remain so. The School Board is well pleased. The 
Superintendent of Schools and the Industrial Commission have commented favorably 
on the safety, neatness and expert erection of these metal ceilings. 

The moral of this lesson is plain. Consult Milcor BEFORE building or remodeling. 


MILWAUKEE CORRUGATING COMPANY, Milwaukee, Wis. 
CHICAGO, ILL. KANSAS CITY, MO, LA CROSSE, WIS. BOSTON, MASS. 


MILCOR- 


"Invisible Joint’’ 


METAL CEILINGS 


























Instead of the danger of falling ceilings, } 
unsightly rooms, fire hazards and undue 
expense, Milcor “Invisible Joint” Metal 
Ceilings & Walls offer these advantages: fj 


1. Permanently firesafe. 2. Cannot jj 
crack, shrink, warp, or fall off. 3. Eas 
ily applied; once on, they stay on; noth 
ing to work loose. 4. Economical, dur 
able, everlasting. 5. Sanitary; cannot 
absorb dust, moisture or germs. 6. Ur 
equalled for beauty and permanenct 
7. Waterproof, dust proof, vermin prog. 
8. Easily cleaned with soap and wate 
9. Easily, economically refinished; t 
quire less paint than any other type ofit¥ 
terior finish. 10. Vibration, jolts orja 
or settling strains do not effect them 


Send for Catalog 
It’s FREE! 





